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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 











A Progressive SURETY and CASUALTY Company 














CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city of over 10,000 population. Offers 
for the first time an exclusive agency in the following 
cities: 


Illinios Wisconsin Missouri Michigan Pennsylvania 
Aurora Milwaukee St. Joseph Bay City Altoona 
Racine 8t. Lou Flint Chester 
Decatur Superior Grand Rapids Erie 
East 8t. Louis Madison Nebraska Jackson Harrisburg 
Joliet Omaha Kalamasoo Philadelphia 
Reckford Kansas Lanaing Readi 
Wichita New Hampshire Saginaw Wilkes 
Indlana Topeka Concord York 
ua 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 
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New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income, 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address,J 


The Mutual Life Insurance Co. 
ot New York 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 














PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


~) 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does © 
A preliminary text book, or primer, deals 
ing with the fundamental principles og| 
which all sound life insurance  regtg! 
Price $1.5 
How To Sell Insurance 7 
The chief aim of this book, as the title ing 
dicates, is to teach the inexperienced agent: 
how to do his work, and build up a reg 
munerative business. While it is intends 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought tobe 
of value to the agent of experience, It 
will also be useful to those who are en. 
gaged in the work of training inexperj 
enced agents. Price $2.0 


The Prosperous Agent 
This little book is for the guidance of € 
perienced and inexperienced agents alike é 
It gives a catalogue of the characteristig 
—the mental equipment —of the succesy 
ful business man, and tells how thegg 
qualifications can be utilized to the greats 
est advantage by the insurance salesman, 
The instrument with which the agent does 
his work is his own mind. The materi 
on which he uses this delicate instrument 
is the mind of another person. It is af 
important, therefore, that he should knoy 
exactly how to utilize his mental equip 
ment. Price, paper cover $1.0 
Red cloth $1, 
The Art of Insurance Salesmanship 


This volume takes up the instruction @ 
the agent where the second volume of this 
series stops. It contains more advanced} 
instruction, and one of its aims is to stimt 
late the thought, fire the imagination 
broaden the vision, and thus increase th 
efficiency of experienced agents. Price $2.0 
One Hundred Ways of Canvassing. | 

(IN PRESS) : 
This concluding volume describes maf 
ways of soliciting life insurance and if 
cludes a number of canvassing plans cof 
tributed by experienced field men, wif 
the author’s comments on _ these plan 1 
(Now in preparation.) 
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1 Actuarial Investigation of Typograph- 

- ical Union, by Dr. F. L. Hoffman 
Western Hail and Adjustment Men Meet 
Life Presidents’ Program Complete 





Tennessee Agents’ Meeting 
Automobile, Life and Fidelity 
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“READ YOUR POLICY CAMPAIGN” 


Main Feature Has Been Prize Question Contest Among School 
: Children Throughout the State 


HAT the business of insurance offers an 
_ ever-widening field for the application of 
novel methods of stimulating interest can- 
not be gainsaid. Among the developments 
along this line which the present year has 
witnessed is the “Read Your Policy Cam- 
paign,’ inaugurated by the New York 
; State Association of Local Agents and 
" now being carried on throughout the counties of this state. The 
| Movement is the natural growth of a tendency on the part of 
| insurance companies to see to it that their policyholders be- 
/ come more and more familiar with the terms of the contracts 
i held by them. In this way, it is realized, misunderstanding 
" between the policyholders and the companies issuing the poli- 
| cies will be largely done away with and a greater feeling of 
| mutual co-operation prevail. 
4 At the last convention of the .\ssociation, Mr. Frederick 
: V. Bruns, Syracuse agent and former President of the New 
| York State Association of Local Agents, advanced the sugges- 
4 tion that a “Read Your Policy Campaign” be conducted for the 
| Purposes stated in the foregoing. The idea met with instant 
| approval from the local insurance clubs and steps were imme- 
diately taken to put the plan into effect. Twenty cities in this 
State contributed their efforts to the success of the work and 
the local clubs arranged for the appropriation of such moneys 
were necessary to defray the initial expenses of advertising, 
Publicity and so forth. Mr. Frank L. Gardner, of Pough- 
Keepsie, President of the Association, in speaking of the “Read 
Your Policy Campaign,” said: “The importance of our pro- 
§tam is indicated by the fact that about $33,000,000 of fire 
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losses alone are settled every year in this State and each of the 
thousands of claims that the sum represents holds the possi- 
bility of controversy.” In view of this statement the value 
of having the policyholder thoroughly familiar with the terms 
of the policy he holds becomes apparent, for, while about 
eighty-five out of every hundred people met upon the streets 
of our cities carry fire insurance, many of them are not con- 
versant with the provisions of their policies in detail and some- 
times feel that they are completely insured against loss, when 
in reality the claim is allowable only when certain conditions 
prevail. Either that or there may be specified exceptions where 
the claim cannot be levied. When a loss does occur to such 
a person, an unpleasant situation occasionally arises and it is 
in order to do away with this possibility that the “Read Your 
Policy Campaign” is being waged. 

By means of advertising posters and newspaper articles the 
slogan has been brought home to the policyholders, while the 
various local clubs are aiding and abetting the movement by 
the verbal co-operation of their agents. Six full-page advertise- 
ments have been placed in the New York Evening Post, twelve 
companies combining to do this, and each advertisement de- 
picted the need for being thoroughly familiar with the policy 
held and for completely understanding its provisions. Begun 
on November 12, the campaign is daily gaining ground and 
the reports so far available argue for the overwhelming suc- 
cess of the movement and the accomplishment of its avowed 
purpose. 

The feature of the “Read Your Policy Campaign” has been 
a Prize Question Contest conducted through the school children 


(Continued on page 25) 
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Actuarial Investigation of the Mortality Expe- 
rience of the International Typographical 
Union, 1910-21 


3y Dr. FRepEricK L. HoFFMAN 


Consulting Statistican, The Prudential Insurance Company of America 


A brief report on the results of this impor- 
tant investigation has been included in the 
August issue of the Typographical Journal (In- 
dianapolis, Indiana, 1922). The authors of the 
report are Messrs. F. J. Haight, consulting actu- 
ary, and H. C. Marvin, assistant. The in- 
vestigation covers the period 1910-21 and a total 
membership at the end of the period of 67,148. 
The investigation is divided into the experience 
of the old age pension fund and the mortality 
fund, concerning both of which a fair amount 
of information is made public. There are a 
large number of tables appended to the report, 
including a list of members by single years of 
life, as of December 31, 1921, a graded mortality 
table and mortality rates; a table giving the 
complete expectation of life at the age of sixty 
and over, monthly premium charges graded on 
death benefits in force May 31, 1922, annual an- 
nuity tables, and finally a table of average 
death benefits paid by ages attained during a 
period beginning with the adoption of this pres- 
ent scale of mortuary benefits, and a brief table 
showing the average number of years of service 
by attained ages over twenty to fifty. 

It is regrettable that this most important in- 
vestigation could not have been reported upon 
in more detail. Historically, the Union is one 
of the foremost of influential labor 
organizations representing, without question, a 
membership considerably above the average in 
intelligence, earning power, etc. 

Actuarial investigations rarely extend to a 
proper consideration of the underlying facts to 
which mathematical problems are applied with 
rigorous fidelity to accepted theories of mor- 
tality investigations which, however, could be 
made to yield much more useful results if based 
upon a broader conception of “experience.” The 
annual reports of the International Typo- 
graphical Union contain a wealth of useful in- 
formation which requires to be taken into ac- 
count in an attempt to interpret the experience 
which has been had, and the directions in which 
present-day tendencies are clearly foreshadow. 
ing future disaster. Being concerned with a 
nationwide survey of the health of printing 
trades, I shall later present a few additional 
data derived from the annual reports which will 
serve a useful purpose. 

Of the very first importance in all 
mortality investigations is the duration of the 
trade life. Men may be employed in a de- 
cidedly health-injurious trade, the effects of 
which, however, do not become pronounced un- 
til quite a number of years of trade exposure 
have elapsed. An extreme case, in this respect, 
is the mortality of granite stone workers, who 
do not feel the full effect of granite dust ex- 
posure until after twenty years of trade expe- 
rience. In the case of the printing trades, there 
are reasons for believing that the average dura- 


our 


trade 


tion of trade life is less than in the case of 
granite workers. This is accounted for by a 
more frequent shifting to other occupations, it 
being, in other words, easier to go from print- 
ing into some other occupation than from stone 
cutting. To the extent that the labor turnover 
has diminished and that trade exposure in- 
creases in duration, the effects of such exposure 
are more likely to become apparent in a higher 
death rate. For the printing trades, no trust- 
worthy information is at present available which 
would justify entirely definite conclusion. The 
table appended to the Actuarial Report giving 
the average number years of service by at- 
tained age, is, therefore, somewhat inconclu- 
sive, but it does show that the average length 
of service at the age of twenty was a trifle less 
than one year, at the age of thirty-six nearly 
ten years and at the age of fifty it was 20.28. 
If therefore, a Union has a relatively large 
number of apprentices its mortality experience 
must be materially less than the experience of 
an old Union in which rules have 
limited the number of apprentices to a minimum. 
The International Typographical Union in 1891 
had a membership of about 25,165. The mem- 
bership grew slowly until it reached 46,734 in 
a slight decline in member- 


rigorous 


1905, followed by 
ship, reaching a second maximum of 74,355, in 
1921. The membership suffered a decline dur- 
ing 1922, when the number reported was 68,746. 

It would, of course, be quite impossible to 
discuss in full detail the results of this im- 
portant investigation, but certain facts of special 
value are presented, with the suggestion that 
access be had to the original reports in the 
furtherance of more extended inquiries. It is 
significant at the outset, that out of 67,148 
members, only 179 been under 
twenty years of age, while only 122 were eighty 
years of age and over. 

Out of 100,000 printers at. the age of twenty 
the number of survivors at different periods of 
life on the basis of the experience I910-2I are 


should have 


as follows: 


TABLE A.—ABBREVIATED MORTALITY TABLE 


AND MORTALITY RATES OF THE IN- 
TERNATIONAL TYPOGRAPHICAL 
UNION, 1910-21 
Mortality 
Age Surviving Rate 
Perishers ear Pica enace eta 106,000 00439 © 
GO cach ceiiotsacen ees 95,091 00595 
BU Scie Sesh sh aitewecawes 88,245 090920 
Bs GATOS we Serstoniere aioe 78,842 91398 
scares ocala uretesess aie ore ear 64,266 .03073 
Pai coven ware po erwseonee evel eons 41,361 06216 
Be ikciots ate Ree et ee 15,953 By ig 
as Sahota evacnte-ais Riaspevectioss 1,998 .25526 
PP Ee Cee re 40 .41463 _ 


This table is amplified by one showing the 
expectation of life ages sixty and over, given 
also in abbreviated form herewith. 


% 


TABLE B.—TABLE OF COMPLETE Ex 
: : : i au XP 
TION OF LIFE, SIXTY AND OVER <7 
TERNATIONAL TYPOGRAPHICAT, _ 


UNION, 1910-21 

Expectati 

pon P€ctation 
o of Life 
ys sie 61070) 0:0/el ciwieia eiecwin ais sien sis ee Se 13.98 
cg sis Ri eie) 9ceia-9/ yi et $0 6's were 4.6ie- Slain atcitiaie ee 11.95 
NO oissa. oouacergre: wit tieceeieee ecsigiela erie y Vee 8.83 
‘ ee RS a er 6.75 
= piny6,-n ei ee: wo bro co, ere. auel 4 ioc ate: sealevatnral Cate a ere 5.09 
ESS 4 OSG SEE Oe # O'S.* Ord erm Ki elaie § aOR 3.88 
WRB ora BED GORCaceic cy na 2.99 
Deis sis ness:0)e sien dhai8e siwinimnsieislecvee ene, 2.31 
DOs: svcve.cntarestie ie ato eraverp aress ere etapa nee 1.65 


The old age pension fund is naturally the 
most important financial consideration cop. 
fronting the Typographical Union. This fun 
commenced in 1908, when a weekly payment of 
$4 was provided for members sixty years of 
age and over, with a continuous active member. 
ship of twenty years. The required income was 
a monthly assessment of % of I per cent cop. 
tributed by all the members. In 1910, two ad. 
ditional groups were created consisting of mem. 
bers of seventy years of age having had a cop. 
tinuous membership of ten years, and of mem. 
bers totally incapacitated for work whose ap. 
plication for admission to the Union Printers’ 
Home has been disapproved by reason of their 
affliction. ‘The weekly pension was increased 
from time to time and now stands at $8 a week, 

Experience has shown the total inadequacy 
of the contributions levied and the last fiscal 
year, or 1921-22, shows an excess of outgo 
over income of $74,148. 

Interest earnings have been below the 
corresponding earnings of ordinary life insur. 
ance companies, averaging in 1921 a gross rate 
of 3.7 per cent and a net rate of only 15 per 
cent. This is explained in part by the fact 
that considerable sums have been carried as 
bank balances. 

It is explained, that since the fund has heen 
in existence, only fourteen years, members now 
in receipt of a pension have contributed only in 
a small way, “leaving the deficit to be made up 
from the contributions of members now active, 
an employment of current assessments improper 
from an actuarial standpoint, as they should be 
directed solely toward accumulating a reserve 
to meet the future benefits of those paying 
them.” 

The authors of the report take occasion to 
pont out that the unfavorable condition dis 
closed by the investigation, “will not improve 
but is certain to grow worse rapidly.” They 
say further that “the pension reserve fund be- 
longs to the pensioners and the accumulation 
fund belongs to active members.” A considera 
tion of the foregoing will make evident the 
impropriety from an actuarial standpoint of 
diverting current assessments to the payment 
To cite an experience for the 


of pensions. 
The total of cur- 


calendar vear 1921-22: 
rent assessments and in addition $73,000 of the 
previously accumulated assets of the fund were 
employed in paying the pensions of the year, 
with the result that the actual contributors o! 





the $616,831 received during the years 1921-2 
will derive no benefits therefrom. 

The vast financial responsibilities involved i 
the pension liabilities are pointed out in an ¢str 
mate of the present value of all future prt 


(Continued on page 19) 
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THE “TWISTER” IN CHICAGO 


HE life underwriters of Chicago are 

engaged in a very worthy campaign 
to rid the city of “twisters.” Only re- 
cently these persons have shown them- 
selves in force and have succeeded so far 
in doing a sadly large amount of business. 
No wonder that a member of the bet- 
ter class of life underwriters are up in 
arms, The matter has been pushed to 
the extent of being brought into court, 
and the Commissioner of Insurance of the 
state of Illinois has been enjoined against 
revoking the licenses of several agents. 
We are informed that two companies in 
particular have been accepting business 
from these men and that efforts are be- 
ing made to revoke their licenses also. 
This is an exceptional instance, and it 
shows the Life Underwriters Asso- 
ciation of Chicago and Commissioner 
Houston are going at the matter 
from every possible angle. The Chi- 
cago agents will doubtless receive the 
support of every association throughout 
the country, in so far as such support can 
be effectively given. 

The practice of twisting has for many 
years been condemned by all good life 
Insurance men throughout the United 
States. Tue Spectator has denounced 
the unethical practices of twisters and 
abstractors at every opportunity. De- 
spite such continued opposition, twisters 
continue to crop up here and there and 


| always find, for a time, a lucrative field 


of policyholders upon whom to practice 
their wiles. 

The policyholder is almost sure to be 
the loser, although in practically every 
case he is led to believe that he is very 
much the gainer. It is a generally ac- 
cepted fact that life insurance is equiva- 
lent to a trust fund. Persons who tam- 
per with it for selfish purposes only, 
should therefore, be held guilty of mis- 
demeanor. Commissioner Houston has 
already drafted an amendment to the 
Illinois statutes to that end. The sooner 
such a law is enacted and goes into effect 
in the various States, the better it will be 
for every policyholder. As it is now, 
they are practically at the mercy of any 
unscrupulous twister, for there are but 
few policyholders sufficiently well versed 
in the science of the life insurance actuary 
to suspect the ulterior purposes of the 
professional twister. 





IMPROVING HOUSING CONDITIONS 
ROJECTS, meritorious and sound, 
are still being devised and devel- 

oped to alleviate the housing situation 
which was so aggravated by the World 
War and has in some quarters remained 
such a troublous problem ever since. 
The Metropolitan Life Insurance Com- 
pany was among the first to respond to 
the housing need. After several years 
the company’s success in this splendid 
work is measured on a far-reaching na- 
tional basis. Expansion has been a natural 
result of the large public benefits accru- 
ing from the initial experiments of in- 
vesting insurance funds in the realty 
field. Having taken advantage of the 
permission given by the amended in- 
surance law of New York State to invest 
IO per cent of its assets in real estate, 
the Metropolitan Life Insurance Com- 
pany has made a forward step in the 
promotion of national stability and wel- 
fare. This is particularly beneficial in 
these times of reconstruction. 

The Prudential Insurance Company 
of America also looms up in the field of 
national realty activities. Its latest re- 
port of 1628 mortgage loans totalling 
$8,268,287.73 in September and October 
alone, accommodating 2,843 families, 
shows how well launched it is in this 
service of the people. No better land- 
lord is available to hundreds of home 
seekers than a great industrial insurance 
company. All details of application, 
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searching, surveying, title closing and 
insuring, and collecting of periodic pay- 
ments and interest are handled in the 
safest and most expedient manner by the 
banks or trust companies, who, in most 
cases, are representing the insurance 
companies in these transactions. The 
public will eventually gain a proper ap- 
preciation of what the flow of insurance 
money is doing to benefit the nation. Re- 
lief of the housing situation by these two 
great industrial companies is merely one 
example of insurance investment filling 
a really vital need, and so taking a hand 
directly in propelling America’s wheels 
of progress. 





American Life and Accident Organized in 
Tennessee 


The American Life and Accident Insurance 
Company of Jackson, Tenn., writing industrial 
and health insurance, expects to open an office 
in Memphis about December 1. 

The company began writing business August 
1, and under the direction of Vice-President and 
General Manager W. N. Mynatt has already 
built up a good debit in Jackson and the imme- 
diate vicinity. 

The stockholders of the company are the 
most prominent men in Jackson, and the com- 
pany was organized with a promotion expense 
of about 3 per cent. 

The officers of the company are as follows: 
T. I. Taylor, president; W. N. Mynatt, vice- 
president and general manager; J. E. Mercer, 
secretary, and Oliver Benton, treasurer. 


Meetings at the Hotel Astor During the 
Week of December 4 


Monday, December 4.—National Convention 
of Insurance Commissioners, committee on laws 
and legislation. ; 

Tuesday, December 5.—National Convention 
of Insurance Commissioners, adjourned session; 
Insurance Federation of America. 

Wednesday, December 6.—National Conven- 
tion of Insurance Commissioners, adjourned! 
session continued. 

Thursday, December 7.—Association of Life 
Insurance Presidents. 

Friday, December 8.—Association of Life In- 
surance Presidents. 


Cecil F. Shallcross, United States manager of 
the North British and Mercantile of London, 
and president of its allied companies in this 
country, was the recipient of many congratula- 
tions upon his fiftieth birthday on Tuesday last. 
Mr. Shallcross is recognized as a leading figure 
in the American insurance world, and his nu- 
merous friends wish him continuing and in- 
creasing success through many future years. 


—The Insurance Department of Massachusetts has 
rendered an opinion to the effect that when a husband 
names his wife as his beneficiary in his life policy and 
reserves the right to change the beneficiary from time 
to time, the wife has no vested interest in the policy. 
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Ding, Dong Bell 


They ring a bell to remind us of things. 
They ring one to tell us that the time for 
sleeping is over; that the time to be up and 
doing has come. It is a very useful bell. 


Stull other bells call us to school, to work 
and to worship. Each call of that kind 
should be welcome. Each of us should 
want to learn; each of us should want 
to work for the things which we can 
get only through work; and each of us should 
respond when the bells call us to thank God 


for his many mercies. 


But there is still another bell that rings 
very slowly at the last. Some people are 
ready for it; some are not. Some people 
approach it in fear and trembling because 
they know that the families they leave be- 
hind may suffer want. Others approach it 
without fear because they know that they 
have provided for their families. People 
with life insurance worry less about that bell 


than people who have no life insurance. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 














CHICAGO LIFE MEN ACT 


Rush Cases Against Alleged Twisters 
to Court 








HOLD OVERFLOW PROTEST MEETING 





Commissioner Thomas J. Houston in Sym: 
pathy with Movement—Injunction 
Gained by Alleged Twisters 


Cuicaco, Int., November 25.—The “twist. 
ing” life insurance agent and companies which 
accept such business -have again appeared in 
Chicago after an absence of several years, But 
it is evident that their practices will be short. 
lived, with all the principal life insurance jp. 
terests. of the city, as represented by the Life 
Underwriters Association, backed up by Insur. 
ance Commissioner Thomas J. Houston, fight. 
ing their operations from every angle. They 
are being fought in the courts, by threat of 
cancellation of license by the State insurance 
department, and the public work of the life yp. 
derwriters’ association in creating sentiment 
against their methods. 

A group of about twenty agents are alleged 
to have been found guilty of “twisting.” Cer. 
tain agents and companies were notified by the 
Insurance Commissioner to cease the practice 
or lose their licenses. As a result the accused 
agents and companies went into court and ob- 
tained temporary injunctions against the Com. 
missioner and the officers of the life under. 
writers’ association, preventing these parties 
from interfering with the “twisting.” The 
cases will be heard in about a week. 

In the meantime sentiment against the prac- 
tices of these agents has crystallized, and at an 
overflow meeting of the Life Underwriters As. 
sociation Thursday, with more than 500 pres- 
ent, leading company managers, and represents. 
tives of the National Association and the inswr- 
ance department of the State, pledged their sup 
port in the elimination of the “twister.” 

Superintendent of Insurance of _ Illinois 
Thomas J. Houston was given a rousing ov: 
tion when he condemned the practices of the 
“twister.” In order to get at this question he 
said the insurance laws of the State should te 
amended, and he offered a draft of an ament- 
ment to the life insurance act providing as fo! 
lows: 

No life insurance company authorized to @ 
business in this State shall issue or deliver 
herein any policy of life insurance until it has 
first caused due inquiry to be made for the pu 
pose of ascertaining if such policy is to replact 
other insurance on the same life carried in a 
other life insurance company, then authoriz 
to do business herein. No life insurance cot 
pany authorized to do business in this State 


shall pay to any representative, employet: F 


agent or person and no such representative, et 
ployee, agent or other person shall accept of t 
ceive from any such company or afy othe 
source, any commission or other compensati 
on account of any policy of insurance issued of 
delivered in this State if such policy is to 
place other insurance on the same life carried! 
any other company authorized to do busints 
in this State. 


A. A. Drew, Chicago manager of the Mute 
Benefit Life, declared that the existence ° 
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guch practices in Chicago is a criticism of those 
engaged in the life insurance business. He 
urged that the matter be taken up with each 
of the national insurance associations, and 
particularly the National Convention of Insur- 


ance Commissioners. 

Roy Heartman, vice-president of the Na- 
tional Association of Life Underwriters, urged 
the passage of an agents’ qualification law as a 
gare method of eliminating the “twister.” 


PRESIDENTS’ PROGRAM COMPLETE 


Additional Speakers Announced by the 
Association 

The complete program of the Association of 
Life Insurance Presidents has now been issued. 
The general theme of the meeting will be 
“Waste-The Chief Obstacle to Complete Busi- 
ness Recovery.” Lewis E. Pierson, president of 
the Merchants Association of New York city, 
will be the opening speaker and will deliver the 
keynote address. 

The completed program is as follows: 


THURSDAY, DECEMBER 7, 10 A. M. 

Chairman’s address, “The Trinity That Makes 
Democracy—Responsibility, Efficiency, Integrity,” 
Darwin P. Kingsley, president, New York Life. 

“Waste—The Drag Upon National Progress,’? Lewis 
E. Pierson, president, Merchants Association of New 
York; chairman of the board, Irving National Bank, 
New York. 

“Life Waste in 1922—Its Warning and Its Lesson,” 
Augustus S. Knight, M. D., medical director, Metro- 
politan Life. 

“State Government and State Development—The 
Real Foundation for National Stability,’’ Hon. John M. 
Parker, Governor of Louisiana. 


THURSDAY, DECEMBER 7, 2:30 P. M. 

“Life Insurance Investments in National Develop- 
ment,” William W. McClench, president, Massachu- 
setts Mutual Life. 

“The Present Position of Canada,’”? Hon. William 
Penwick Riddel, Justice of the Supreme Court of 
Ontario, Toronto. 

“The Range of the Life Insurance Agent’s Re- 
sponsibility,” Frank H. Davis, second vice-president, 
Equitable Life, New York. 


FRIDAY, DECEMBER 8, 10 A. M. 

“Bridging the Chasm Between Theoretical and Prac- 
tical Citizenship,’ Hon. George Wharton Pepper, 
United States Senator from Pennsylvania. 

“The National Economic Value of University Edu- 
cation,” Marion Leroy Burton, Ph.D., president, Uni- 
versity of Michigan. 

“Simplicity in Insurance Regulation—A Protection 
Against Waste,” Hon. Platt Whitman, president, Na- 
tional Convention of Insurance Commissioners; Com- 
missioner of Insurance of Wisconsin. 

“Prevention of Life Insurance Lapses by Educating 
= Insured,” John D. Sage, president, Union Central 
ife, 

FRIDAY, DECEMBER 8, 2:30 P. M. 

“The Kinship of Law and Insurance,” Frederick L. 
Allen, general solicitor, Mutual Life of New York. 

“The Elimination of Waste in Business Litigation 
Through Arbitration,” Samuel McCune Lindsay, Ph.D., 
vice-president, Arbitration Society of America. 

“The Farm Mortgage—The Pulse of Agricultural 
Health,” William H. Kingsley, vice-president, Penn 
Mutual Life, 

General discussion. 


Kentucky Field Annual 
A recent reference to the Kentucky Field 
Annual and Insurance Directory, the 1922 edi- 
tion of which has recently been issued, errone- 
ously gave the date of issuance as 1892. The 
date should have been stated as 1922. 


Guardian Life Increases Dividends 

An increase in dividends to policyholders for 
1923, ranging in some cases up to 35 per cent 
of the previous year’s dividends, is annouriced 
by the Guardian Life of America, New York. 
The increase will be most pronounced for the 
life and limited payment life plans, on which the 
bulk of the company’s business is written, and 
for the lower ages at issue. 

The adjustment in the dividend scale is such 
that the new scale places the Guardian in a 
better position than ever before as regards divi- 
dends paid. 

This favorable dividend action is another step 
in the Guardian’s well-defined policy of a reduc- 
tion of the net cost to policyholders. Guardian 
officials announce it is considered likely that the 
company’s net cost will be further reduced by 
another material increase in dividends a year 
hence. 


CASH DIVIDENDS PER $1,000 FOR 1923. 





ORDINARY LIFE 








r YEAR 

Poricy WAS AGE aT ISSUE 
IssUED 25 30 35 40 45 50 

Premium $20. 14/$22 .85/$26 . 35)$30 . 94) $37 .08 |$45.45 
1918 3.24) 3.58] 4.01] 4.58) 5.30] 6.26 
1919 3.13) 3.45) 3.85) 4.37) 5.05) 5.96 
1920 3.02} 3.31] 3.68} 4.17} 4.80] 5.67 
1921 2.91) 3.18} 3.52] 3.98] 4.56] 5.37 
1922 2.81] 3.06] 3.37) 3.78} 4.33] 5.09 

: TWE|NTy-P/AYMEN|T LIFE 

Premium $30 . 12/$32 .87|$36 .22/$40. 38] $45.73 /$52.87 
1918 4.2 4.59} 5.02] 5.54) 6.18) 7.02 
1919 4.02} 4.34] 4.73) 5.22) 5.82] 6.53 
1920 3.80} 4.09) 4.45) 4.90) 5.47] 6.25 
1921 3.58] 3.84] 4.18} 4.60} 5.13] 5.87 
1922 3.36} 3.60] 3.92) 4.31) 4.81] 5.50 

: TWEN|Ty-YE/AR EN|DOWME|NT 

Premium $48 .15/$48 .§3/$49 .85/$51.48] $54 .22/$58.81 
1918 6.10} 6.22) 6.40] 6.67 7.06 7.63 
1919 5.64, 5.76) 5.94] 6.21 6.59} 7.16 
1920 5.20] 5.32} 5.50) 5.76] 6.14] 6.71 
1921 4.77| 4.90] 5.08} 5.33 >.70| 6.26 
1922 4.36) 4.49) 4.67] 4.92 5.271 5.82 


























The Actuaries and Prohibition 
[To the Editor of THe Specrator| 

My attention has been called to a news re- 
port in your issue of Thursday, November 2, 
regarding the fall meeting of the Actuarial So- 
ciety at Hartford and containing the following 
statement: _ 

“Prohibition opened a channel of discussion, 
the consensus of opinion being that because of 
the present manner in which the law is being 
enforced any applicant that admits drinking 
alcoholic beverages should be summarily re- 
jected for insurance.” 

I also note the editorial on this subject in 
your issue of November 23, which refers to 
the above news item. 

The sentence above quoted is entirely mislead- 
ing and erroneous, in that it does not correctly 
represent any discussion which actually took 
place at the meeting referred to. The writer 
was present during the entire discussion of this 
subject, and, while one individual member of 
the Society may have expressed such an opin- 
ion, it was not supported by other members so 
as to justify the statement that it represented 
the consensus of opinion. 

Yours very truly, 
R. HENDERSON, 
President, The Actuarial Society of America. 

New York, November 24, 1922. 

[On being shown the above letter, the in- 
formant of THE Spectator stated that a cer- 
tain member, in the course of a discussion on 
the application blank, brought up the subject of 
the desirability of rejecting applicants who ad- 
mitted the drinking of alcoholic beverages, and 
that, in the debate ensuing, several actuaries 


7 


expressed opinions favoring the views of the 
first mentioned speaker; also that he heard no 
remarks during the general discussion not in ac- 
cordance with the sentiments reported as above 
in Tue Spectator. Nevertheless, the larger 
number of silent actuaries may not have held 
a similar opinion. It might have been unfair 
to this silent majority to impute to them the 
Opinions expressed by a few, especially in a 
meeting of an organization which does not pass 
resolutions. After reading President Hender- 
son’s letter carefully, our informant said that 
possibly he might have misunderstood the state- 
ments made by some of the actuaries who 
spoke on the subject, but it was his impression 
that he had made a correct report in accord- 
ance with what was published in THE SPEcTATOR. 
Naturally, the Actuarial Society, being a body 
of scientific men, holding actuarial discussions 
behind closed doors, it frequently happens that 
topics are considered and debate entered into 
thereon with a freedom which would not occur 
were the meetings open to the public. It goes 
without saying that the Actuarial Society is not 
a legislative body, and does not pass resolutions 
imposing their convictions upon the insurance 
companies.—Editor, Tu SpPEcTaTor.] 





LIFE COUNSEL TO MEET 
Two-Day Session at Bar Association 
Begins December 5 

The Association of Life Insurance Counsel 
will hold its annual meeting December 5 and 6 
at the Bar Association, New York city. A 
banquet will be held at the Waldorf-Astoria 
on the evening of the 6th. 

Papers will be read by the following mem- 
bers: William W. Deacon, attorney, Penn 
Mutual Life Insurance Company; Andrew F. 
Gates, attorney, Travelers Insurance Company; 
James Lee Loomis, vice-president, Connecticut 
Mutual Life Insurance Company; R. C. Neuen- 
dorffer, secretary, Guardian Life Insurance 
Company; Harry W. Reynolds, attorney, A2tna 
Life Insurance Company; L. L. Bomberger, 
general counsel, Northern States Life Insur- 
ance Company; R. B. Alberson, associate coun- 
sel, Bankers Life Company. 


Guardian Appoints Kansas City Manager 

George L. Hunt, superintendent of agencies 
of the Guardian Life of America, announces the 
appointment of Roy H. Stafford as the Guar- 
dian’s manager for Kansas City and Western 
Missouri. Mr. Stafford has been a successful 
life insurance salesman in Kansas City for the 
past four years, and previous to that he had 
been engaged in other lines of selling. 

Mr. Stafford will make his Kansas City head- 
quarters at 207-208 Republic building. 





George Washington Life Purchases New 
Home 

The George Washington Life Insurance Com- 
pany, of Charleston, W. Va., has purchased a 
home office site on the banks of the Kanawha 
river. The site is at present occupied by a 
residence which, with some alterations, will 
be used as a home office for the present. 
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WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1922 


ee 
SURPLUS IN UNITED STATES..........- $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE...... ..$50,129,109.21 

















THE SIGN OF GOOD CASUALTY INSURANCE 








LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS SS ELEVATOR 
COMPENSATION NN GENERAL LIABILITY 
aN 
Established 869 


LONDON GUARANTEE & ACCIDENT 00., Lid, ENGLAND. 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, 

Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, Mass. 





UNION HISPANO AMERIGANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GIILLIAM STSEET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 
Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 
Reserve for Unearned Premiums.............. $1,149,297.48 


(CUNT 2g 87S 5 ae ere ee 257,293.41 

OY CTEA LORS CRE Aneta an ramen a - $500,000.00 

PU MBTNRINING coo nc ie cin olniciiwioisivewie Sais 0/8 988,687.75 

Surplus to Policyholders.......... 1,488,687.75 
Motil Assets. 4.6sss dscns eauwess $2,895,278.64 


E. B. Addison, Vice President ~ 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J. C. Watson, Treasurer 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





WESTERN DEPARTMENT 
NEAL BASSETT, V.P, and Mgr. 
W. T. BASSETT, Ass’t Manager 

CHICAGO, ILL. 


" EASTERN DEPARTMENT 


D. H. DUNHAM, President 
JOHN EAY Pres. 
A. H. HASSINGER, Sec’y 

NEWARK, N. j. 




















PERSONALITY 
Why? 


The very essence of success is personality. It indicates 
leadership—the ability to lead others to act wisely,—character 
imagination, graciousness, thrift and a sense of humor. And 
the man fortunately possessed with these qualities together 
with energy is bound to be a dominating example of progressive. 
ness. 


Check up on your own community. Hasn’t your family 
doctor such a pleasing and cheerful manner that his patients 
could almost refer to his visits as being better than a dose of 
medicine? He recognizes personality as a business asset, a 
magnet that attracts and draws to him business and friends. 


Similarly, in insurance, the successful agent is he who realizes 
the value of this personal appeal in selling. He has built up a 
substantial clientele because he takes a human interest ip 
explaining the needs of insurance to his clients and prospects, 


The American Eagle welcomes men of such calibre into its 
ranks. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Henry Evans, Eighty Maiden Lane, 
Chairman of the Board New York, N. Y. 
James A. Swinnerton, Cash Capital: 


President One Million Dollars 


a 


~~ 
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CHICAGO : FR SAN FRANCISCO 
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“OUR BONDS GUARANTEE INTEGRITY” 


ALL CLASSES OF 


SURETY 
BONDS 


CASUALTY 
INSURANCE 


HEAD OFFICE : NEW YORK 
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TENNESSEE AGENTS MEET 


More Than 250 Members Gather at 
Memphis 








4, P. SMITH ELECTED PRESIDENT 





james L. Case and Edson S. Lott Chief 

Speakers at Most Successful Conven- 

tion of Association in Years 

Memputs, TENN., November 24.—With the 
dection of H. Phelps Smith of Nashville as 
tead of the Tennessee Association of Insur- 
ance Agents the convention here—one of the 
most successful in the history of the organ- 
iation—was brought to a close. Mr. Smith 
succeeds Stanley Lachman of Chattanooga. 

Miss Julia Hindman of Nashville was re- 
dected secretary, and the following vice-presi- 
dents were named: Alf. D. Mason, Memphis; 
Charles R. Reed, La Follette; W. B. Bells, 
Bells; J. R. Ragon, Chattanooga; R. T. Groom, 
Murfreesboro; Will E. Walker, Winchester ; 
W. H. Wilson, Knoxville; A. V. Patton, Jack- 
gon; C. C. Faulkner, Clarksville; C. M. Hunt, 
Nashville. 

Selection of the next convention city was 
left to the executive committee, and a decision 
will be reached at a later date. 

The convention has done more than any that 
has gone before. It has welded the State un- 
derwriters in a complete, aggressive unit. Many 
notable addresses were heard, among which 
stand out prominently those of James L. Case, 
Norwich, Conn., president of the National As- 
sociation of Insurance Agents; Edson S. Lott, 
president of the United States Casualty Com- 
pany, and Earle N. Rogers, State Insurance 
Commissioner. The sessions, which lasted over 
a period of two days, were brimful of interest 
and held the attention of the agents without 
a break. 

Probably having in mind the troubles to 
which the fire insurance companies had been 
subjected in Mississippi, Mr. Rogers paid a 
fine tribute to the newly formed audit bureau 
in this State and went on record as favoring 
conscientious practices in the handling of in- 
surance matters and the standardizing thereof 
as far as is possible. 

Referring to the practice of overcharging on 
Premiums, which certain companies are now 
guilty of in Tennessee, Mr. Rogers said: 

“I am not in sympathy with the overcharging 
of premiums by some companies in Tennessee 
(Continued on page 25) 
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FIRE INSURANCE TOPICS 














NEW YORK SURVEYS 

The Insurance Society This Week.—C. C. 
Dominge, local secretary of the Great American 
Insurance.Company, opened his course of four 
lectures on “Building Construction” on Mon- 
day, the 27th ult. E. R. Hardy gave the third 
and last of his talks in the intermediate course 
on the “History and Elementary Principles of 
Fire Insurance Rating Prior to the Dean Sched- 
ule” on Tuesday, the 28th ult. On Friday, 
December 1, M. E. Jewett, president of the 
Royal Indemnity Company, will deliver the first 
of his three talks on automobile insurance, his 
subject being “Personal Injury.” 

As to Melon Cutting.—Referring to the 
activity in the insurance stock market, which is 
now taking the form of developing a fruit 
known as the “melon,” and said melon being 
cut, an individual remarked that he supposed if 
the distributing of the stock dividend was cut- 
ting the melon, then the declaration of an as- 
sessment to make up a deficit ought to be (still 
keeping to the fruit simile) a division of the 
prunes. 

Fires in Sprinklered Risks.—In the thir- 
teen fires reported in Bulletin No. 1838, auto- 
matic sprinkler department, New York Fire 
Insurance Exchange, one was without loss, 
four with a slight loss, seven with moderate 
loss, and one with considerable loss. 

The Rating Tangle—Almost everybody 
concerned—broker, agent and company, and 
possibly the fourth party, the insured—would 
like to know just when the rating tangle will be 
straightened out. At the present time things 
are rather held up awaiting the decision of the 
attorney-general in regard to limitation of 
agents and commission. Possibly it would have 
been just as well if these important subjects 
had been allowed to slumber until such time as 
the new law was effectively in force, so far as 
the making of rates is concerned. 

The Jamestown Fire—Once more the 
country is treated to that most common sort of 
a fire whereby the important business section of 
a small town or city goes up in smoke and 
flame. The loss at Jamestown is set at half a 
million dollars, and this is equal to an invest- 
ment of 5 per cent on $10,000,000. Surely it 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Preside.t 
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ought to have been possible in this day of fire 
prevention knowledge to invest that half a 
million dollars in such a manner as to have pre- 
vented a fire and not made it a permanent tax 
on the community. 


NEW JERSEY ITEMS 


Bergen County.—Special agents are giving 


-much attention to this county. Its future is the 


subject of very deep consideration, by reason of 
the acknowledged possibilities for its growth 
and development. Local representatives gener- 
ally all over the county report a growing busi- 
ness, and, thus far, indications of a prosperous 
year for their companies. 


BOSTON AND VICINITY 

Fire Marshal Acts.—State Fire Marshal 
George C. Neal has ordered the removal of 
more than 200 acetylene tanks from the prem- 
ises of 584 Commonwealth avenue, now occu- 
pied by Hawthorne Brothers, Inc., as a result 
of a tank explosion there which recently in- 
jured twelve persons. 

Firebug in Springfield.—The police depart- 
ment of Springfield, Mass., is carrying on an 
investigation as a result of the numerous recent 
fires there. They are of the belief that a fire- 
bug is at work. In the past two weeks there 
have been fifteen bad fires in Springfield, with 
resultant losses totaling about $125,000. 

Fires Due to Carelessness.—Chief Edward 
E. Chase of the Lynn fire department has issued 
a warning urging greater co-operation on the 
part of property-owners in observing fire pre- 
vention rules, especially those dealing with 
cluttered cellars. The Lynn Chamber of Com- 
merce is greatly concerned over recent fires 
that are directly traceable to carelessness. 

Death of John Loveitt—John Loveitt, 
State agent of the Liverpool and London and 
Globe, died suddenly last week. He was a 
prominent member of the New England Insur- 
ance Exchange and was well known throughout 
New England. 


—A hearing on the Rochester situation was held in 
the offices of Superintendent of Insurance Francis R. 
Stoddard, Jr., on Tuesday. No definite action was 
taken. 
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A Peerage or Westminster Abbey 





“TQ EFORE this time to-morrow I shall have 

gained a peerage or Westminister 
Abbey”, said the heroic Nelson as he planned 
the battle of the Nile. 


If we would put such heroism and determina- 
tion into our every day battles with business 
difficulties we would succeed far better in our 
efforts than we ordinarily do. 


Emulate the spirit of Nelson and win in selling 
Maryland Casualty insurance. 


Maryland Casualty Company 


Baltimore 
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ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 
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REVISE HAIL ESTIMATES 


Western Hail and Adjustment Men 
Meet 





CONTRACT WITH ADJUSTERS  DIS- 
CUSSED 





Western Adjustment and Inspection Com- 
pany Finds Present Plan Unsatis- 
factory and Expensive 


Cuicaco, Itz., November 25.—The annual 
meeting of the Western Hail and Adjustment 
Association held Friday in the Insurance Ex- 
change Auditorium brought out a large repre- 
gntation. Sixty-one companies were repre- 
sented by about eighty officials. 

Walter D. Williams, manager of the West- 
en department of the Security Fire of New 
Haven, was re-elected president. Other officers 
elected were: Vice-President George H. Bell, 
Western manager for the National of Hart- 
ford; Secretary William H. Lininger, assistant 
manager, Western department of the Spring- 
feld Fire and Marine; Assistant Secretary Ed- 
ward B. Hatch of the Western Insurance Union. 
Executive committee: Neal Bassett, Firemens; 
E. E. Cole, National Union of Pittsburgh; 
John H. Griffin, Northwestern Fire and Marine; 
F. M. Gund, United States and North River; 
C. A. Ludlum, Home; A. W. Perry, St. Paul 
Fire and Marine; Charles E. Sheldon, Ameri- 
can of Newark; Alfred Stinson, Fidelity- 
Phenix, and J. Lynn Truscott, Camden Fire. 

The question of handling loss claims was up- 
permost at the meeting. For a number of years 
the Western Adjustment and Inspection Com- 
pany has handled all loss claims for the asso- 
ciation companies on the co-operative plan, and 
with very satisfactory results in the elimina- 
tion of abuses growing out of the competitive 
adjustments. In order to obtain the accession 
to the association of certain companies which 
insisted upon handling their own losses, refer- 
ence of claims to the Western Adjustment and 
Inspection Company was made optional. Dur- 
ing the past year this plan proved unsatisfactory 
to the company, as many companies gave it only 
remote and difficult claims, greatly increasing 
the expense ratio. 

The matter was discussed at length at the 
meeting and the president was authorized to 
appoint a special committee which will be re- 
quested to thoroughly canvass the question of 
an adjusting bureau or some adjusting arrange- 
ments for the companies for the 1923 season. 
This committee will report to a special meeting 
of the association. 

The hail estimates for the coming season are 
to be revised on the past experience in the sev- 
eral States and districts. It was voted to do 
away with the 10 per cent differential for notes 
which caused much of the dissatisfaction in 
the past. The hail commissions have been re- 
tained at 15 per cent, but with an allowance of 
5 per cent discount on the premiums for cash 
accompanying the applications or 2 per cent for 
a bank certificate of deposit with the applica- 
tion, 





HEARING RESUMED 


Wisconsin ‘Commissioner Will Question 
Agents and Commerce Representatives 


Mapison, Wis., November 24.—The insur- 
ance hearing involving a reduction of 25 per 
cent in the insurance rates of the cities of the 
State was resumed before Insurance Commis- 
sioner Platt Whitman on Monday. This hear- 
ing is a continuation of the hearing started 
nearly a month ago involving a book of rules, 
which will control the practices and rates of 
all insurance agents and companies operating 
fire companies in the State. 

The rules were submitted by the insurance 
companies. Many of the rules were approved 
by the Commissioner, but it was thought that 
some rules were not liberal enough to the agents 
and policyholders. These rules in question were 
rejected by the department and substitutes have 
been offered, including a reduction of tornado 
rates in the cities of 25 per cent. 

The hearing on Monday will reveal the 
views of agents and insured. It is expected 
that a number of representatives of departments 
of commerce will appear to give evidence and 
ask for a liberality in the rules. 


RULES ON SEPARATE POLICIES 


Stacey W. Wade Will Require Individual 
Contract on North Carolina Property 


The following ruling on all insurance con- 
tracts has been made by Stacey W. Wade, In- 
surance Commissioner of North Carolina: 

Every form of indemnity contract, covering 
loss or damage to persons, property or interests 
located within the State of North Carolina shall 
hereafter be issued under a policy separate and 
distinct from all insurance covering persons, 
property or interests located in any other State. 
All insurance, whether excess, floater, blanket, 
general cover, schedule, group or any form, 
the object of which is to insure risks in North 
Carolina in connection with the risks of other 
States, shall be held to be included under this 
ruling. 

Provided, that this ruling shall not apply to 
contracts of life insurance, nor to the rolling 
stock of railroads, nor any property while in 
the hands of a common carrier. 

Any company violating these provisions sub- 
jects itself to the penalty of a fine of not more 
than $200 and a possible revocation of its 
license. 


New York Office of Underwriters Labora- 
tories Moves 

The New York office of Underwriters Labo- 
ratories will move December 1 from 25 City 
Hall Place, where they have been for the past 
five years, to new quarters in the Underwriters 
Laboratories building at 109-111 Leonard street. 
They will occupy the entire two upper floors 
and additional space has been provided for still 
further expansion. 


First Winter Meeting of New York Pond 

The first winter dinner and initiation of the 
New York Pond of the Ancient and Honorable 
Order of the Blue Goose will be at the Aldine 
Club on the evening of December 4. The 
speakers have not yet been announced. Dinner 
will be served at $2.50 per plate. 


II 


PUT NON-BOARD COMPANY QUESTIONS 
TO ATTORNEY-GENERAL 


Superintendent Francis R. Stoddard, Jr., 
Seeks Decision on Rights of Rating 
Organization 


Francis R. Stoddard, Jr.. New York Superin- 
tendent of Insurance, has written to Charles D. 
Newton, attorney-general, seeking a decision 
on the questions at issue between the New York 
Rating Organization and the so-called non- 
board companies. 

The questions were put as follows: 

May the New York Fire Insurance Rating 
Organization adopt rules limiting the number 
of agencies which its members or subscribers 
may appoint in a section or locality? 

May the New York Fire Insurance Rating 
Organization adopt rules requiring its members 
and subscribers to limit the commissions and 
brokerages payable to agents and brokers? 

May the New York Fire Insurance Rating 
Organization refuse to furnish its services to 
insurance companies authorized to transact the 
business of fire insurance in this State unless 
such companies agree to abide by its rules, in- 
cluding the rules covering the limitations of 
agencies, commissions and brokerages, provid- 
ing such rules are reasonable? 


Utah Agents’ Convention 

Satt Lake City, Uran, November 22.—The 
fire agents of Utah will hold their first con- 
vention in the history of the State on Decem-~ 
ber 6 at the Hotel Utah. Heretofore no effort 
has been made to bring the local associations- 
scattered throughout the State together. It is- 
not expected that the proceedings will occupy 
more than one day. The proposed agents’ 
qualification law, fostered by Insurance Com- 
missioner Walker and others, will figure prom- 
inently in the discussions. A banquet will be 
held. 


Virginia Conference to Be Held Dec. 15 

December 15, the date set by the committee 
of nine executives of fire insurance companies 
to confer with Col. Joseph Button, Insurance’ 
Commissioner of Virginia, relative to the rat= 
ing situation in that State is satisfactory to Colt 
Button, according to advices received by F. C. 
Buswell, chairman of the committee, and the 
conference will accordingly be held in Rich- 
mond. There will be a hearing by the commit- 
tee of local agents and Virginia field men in 
Richmond on December 14. 


North British Employees Have Theater 
Party 

The Seventy-six Association, comprised of 
the home office officials and members of the 
staffs of the North British and Mercantile In- 
surance Company, Limited; the Mercantile In- 
surance Company of America, the Common- 
wealth Insurance Company of New York, and 
the Pennsylvania Fire Insurance Company 
gave their first theater party Wednesday even- 
ing, November 22 at the Knickerbocker Theater, 
New York. More than 200 were present, in- 
cluding all the officers who were in town. 


—The Richmond, Virginia, Fire Insurance Ex- 
change has undertaken a widespread program of ad- 
vertising, as an effort to educate property owners in’ 
that section as to the advantages of the Americam 
Agency System. 





SPECTATOR 


Pacific 


\ 














i 
§ 
' 
5 
& 
f 
l 
: 
h 
} 
‘a 


You can join the caravan of live Insurance Agents which will travel ‘‘on to the Pacific Coast” next July. 

All that is required to assure this trip for you is $250,000 of paid-for business with this Company. 

You can win this trip on surplus lines. Liberalized substandard coverage, and good facilities for handling business from Agents 
of other Companies‘enable us to offer you a regular and open channel in which to place all Surplus lines, standard and substandard, 
in Life, Accident, Health, and Group. 

On all Surplus business placed with us, we allow liberal first year commissions and guaranteed non-forfeitable renewals. 


Let us give you turther details.’ 


MISSOURI STATE LIFE 


INSURANCE COMPANY 
M. E. SINGLETON, President HOME OFFICE, ST. LOU IS 


LIFE ACCIDENT HEALTH GROUP 














Dunlap Club Meets Ontario Equitable Broadens Its Service ical medical examinations without charge. ” 

The Ontario Equitable is the first Canad 
company to offer this service to its policyhold 
through the Life Extension Institute. y 


The Dunlap Club of the Federal Savings and The Ontario Equitable Life and Accident In- 
Insurance Company, Indianapolis, met Monday surance Company of Waterloo, Ontario, has 
and Tuesday of this week at the Hotel Lincoln, completed an arrangement with the Life Ex- 
Indianapolis. A varied and excellent program tension Institute of New York whereby its —Biton Bragg, secretary of the Se Li 
of instruction was carried out. policyholders will have the privilege of period- Underwriters Association, has resigned. 4 
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Confidence Is_ the 


‘In the newspapers and magazines there has 
a lot of fun poked at the method of mind 
that is taught by M. Emil Coué. His gen- 
formula, as you may have read, is the 

repetition to yourself of, translated into Eng- 

Mish from the French, “Day by day in every 
Sy I'm getting better and better.” This re- 

sated many times just before going to sleep 

and just after waking in the morning. And 

Salthough much fun has been made of this 
~ method and formula for self-improvement, 
P psychology will tell you the thing has a sound 

is, and that basis is the power of your own 
thought to make yourself better or worse in 
é y respect. 

© The poet’s vision and understanding is the 
P clear and prophetic vision and the true under- 

standing. And all the greatest poets have been 
believers in the power of mind in lifting a man, 

"or perhaps the power of what we call the soul. 

Thompson says— 

“tet God-like 
"throne 
"Speak the commanding word ‘T will,’ and it is 

done.” 

Dryden puts the thing into the veriest nut- 

© shell: “For they can conquer who believe they 


bo ” 


- Can, 
And Milton: “Confidence imparts a won- 


‘drous inspiration to its possessor. It bears him 
on in security, either to meet new danger or to 
find matter of glorious trial.” And George 
Eliot writes : 
“Nay, never falter; no great deed is done 
By falterers who ask for certainty.” 
» And says stout Carlyle, “You conquer fate 
» by thought.” And the dreamer Marden says, 
“The time will come when every human being 
will have unbounded faith and will live the life 
triumphant.” Then our own Lowell writes, 
| “The thing we long for, that we are.” And 
| Tullock puts the thing tersely and powerfully: 
| “Everything yields before the strong and earn- 
| est will.” 
© Many more of the world’s wisest men have 
_ acknowledged the fact and gloried in the power 
of man over what we call fate. And he who 
fepresents all wisdom says, “For as he thinketh 
in his heart, so is he.” 


reason from her sovereign 


NEED OF FaItH 


A man can do many tasks successfully in life 
Without very much of the quality called faith. 
But not so can a man successfully solicit life 

_ insurance. If the solicitor believes he will fail 
in reference to an individual prospect, then fail- 


Father of Success 


ure is absolutely certain. The foremost qual- 
ity for success demanded in soliciting is abso- 
lute conviction of success. And without con- 
fidence of success the solicitor better stop so- 
liciting until in some way he gains that quality. 
And, like all other qualities of the human mind, 
confidence can be self-instructed. There are 
two diametrically different ways of looking for- 
ward to any undertaking, and we can choose 
which way we will look forward. One is with 
dim and faint hope for success. A kind of 
hope which is something like the praise of 
“damning a man with slight praise.” In that 
case the praise is really reproach. And a 
sneaking hope, saturated with fear, is not hope 
at all. It is a dishonest kind of doubt. 

The other course is to train yourself to look 
forward with absolute confidence of certain suc- 
cess. And one of the practical ways of gain- 
ing such confidence is to say to yourself, and 
say it frequently, “I am certain I shall suc- 
ceed.” 

Negative thought, or thought of failure, can 
always be overcome with positive thought or 
thought of success. And to a great extent all 
men can control their thoughts. And when a 
thought of failure comes, down it with a 
definite thought of confidence and _ success. 
Some men are so built that they seem quite 
naturally to look for failure, almost to hope 
for failure. And they get it, all right. But 
if such men should constantly train their mental 
attitude, they could master this paralyzing ten- 
dency toward failure. 


Past SUCCESSES 

One way for a man who lacks confidence to 
gain that quality is never to look back at his 
past failures. When an outcropping thought 
of a past failure comes to mind, it should in- 
stantly be neutralized with a reminder of a past 
success. Fear thoughts are killed by success 
thoughts. 

It will add greatly to a man’s confidence if 
he keeps a written memorandum of his past suc- 
cesses—and of the successes only. If he fre- 
quently reads this record he is sure to gain 
confidence for future successes. In this city 
lives a man who is engaged in work that is 
somewhat similar to soliciting life insurance. 
He keeps on the wall of his office always be- 
fore his eyes typed memorandums of his past 
professional successes. Whenever he glances 
upward from his work he sees these reminders 
of success. Subconsciously the records must 
have a tremendous influence upon him, adding 
greatly to his confidence for the future. 
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Throughout history you can find examples of 
tremendous success which went right back to 
iron confidence in powers to produce this suc- 
When a boy, Warren Hastings in most 
respects was like other boys. He did not seem 
to have unusual powers. But he did have 
wonderful confidence in those powers and won- 
derful faith for his own future. As a penni- 
less youngster, he would dream ambitious 
dreams, lying in the grass of the park of 
Daylesford, an estate which once had been 
owned by his family. Somehow, sometime, 
some way, the little chap would dream he would 
buy the estate for himself and live in the splen- 
did manor house. A wild dream for a young- 
ster whom, to get rid of, a relative shipped to 
India as a poorly paid clerk in the service of 
the East Indian Company! But the wild 
dreams continued. And when that Arabian 
Nights’ kind of adventurous life in India was 
over, and the dreamer returned to England, 
it was the estate of Daylesford that he bought, 
and there he lived and there he died. A wild 
dream! But a true dream. 

When Napoleon planned his Italien campaign 
his aids attempted to dissuade him. “It is im- 
possible to take an army with provisions and 
with many cannon over the Alps,” they said. 

Napoleon turned from the group, exclaiming, 
“There shall be no Alps!” 


cess. 


Victory Is First MENTAL 

The plain, cold fact is that through lack of 
confidence, lack of faith, most men achieve but 
the veriest fragment of the success which they 
might have. We all have known one or two 
of our acquaintance whose confidence carried 
them far and away beyond the place that could 
have been reached solely by their abilities.. And 
the joke of it is that confidence can be self- 
trained and with far less effort than other train- 
ing of the mind. 

The men who fail don’t fail generally because 
they haven’t the ordinary qualities for success. 
They fail because in emergencies they lack con- 
fidence. And lack of confidence is fear. And 
fear for anything can be overcome by anybody. 

Jn our Civil War a young soldier was sent 
with a message across a bullet-swept zone. 
When he delivered his message, he was asked 
if he had not been afraid of almost certain 
death. “If you ask my legs,” he replied, “they 
will tell you that they were so scared that they 
wanted to run away like the devil. But I didn’t 
let ’em.” 

Soliciting life insurance requires courage of 
a peculiar brand. On route work, to enter an 
office calmly, quietly and with perfect assur- 
ance of manner proves the solicitor has trained 





himself in the needed quality of courage. The 
failure of him who shows by his manner a lack 
of courage is certain to be known by all. Even 
the clerk or office boy who takes in the request 
for an interview knows that here is a caller 
who will never gain what he has come after. 

All of us should keep in mind that our coun- 
try is what it is because of the wonderful 
confidence of George Washington. In writing 
of Washington, C. K. Adams says, “He [Wash- 
ington] entered the war with a sedate con- 
sciousness of the magnitude of the undertak- 
ing; but in all his vast correspondence there is 
not a phrase to indicate that even in the dark- 
est days of 1778 and 1779 he ever for a moment 
was in doubt of ultimate success.” 

Go to it, Mister Discouraged Agent! Light 
up the ashes of hopelessness with the clear, 
bright fire of faith. Say to yourself constantly, 
“For they can conquer who believe they can.” 


The Christmas Present Policy 
By WiLt1rAM ALEXANDER 

No one, I am sure, will find fault if I again 
postpone the consideration of the obstacles 
that confront inexperienced agents, and say a 
word about Christmas present policies. 

Christmas comes but once a year, and this 
year it will be upon us at the end of one short 
month. So every agent ought to be busy at this 
time placing Christmas present policies. 

An income payable every month costs a good 
deal: but the Christmas present policy costs 
almost nothing, because it provides for one 
annual payment only. Hence it is the easiest 
kind of a life income policy to place. 

If you are a successful insurance salesman 
you appeal in most cases to the sentiment of 
your prospects. Now is there any other policy 
that will make as strong a sentimental appeal 
to a husband and father as this contract? And 
is there any other policy that will appeal as 
strongly to the sentiment of the beneficiary? 

Isn’t it the open sesame to every family in 
the land? And will it not in this way lead up 
to large lines of new insurance among those 
who are not insured, and to a great deal of 
additional insurance among those who are in- 
sured ? 

Can you afford to let this opportunity slip? 
Do you want to spend a Merry Christmas and 
look forward to a happy and prosperous New 
Year? Then distribute these Christmas present 
policies in every home that you can reach. 


Agents and Insurance Journals 


The Federal Surety Company of Davenport, 
Ia., in a pamphlet issued to its agents, gives 
them good advice, as follows: 


Do you read an insurance magazine? We 
are wondering how many of our agents sub- 
scribe to and read an insurance paper. Every 
live agent should form a habit of reading such 
a magazine. Since there are many insurance 
journals that have attained a reputation for 
themselves and offer the latest news of interest 
to insurers as well as hints for business getters 
there is no reason why an agent should be 
uninformed in regard to what is going on in 


his field. 
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Getting 


“The way that I got started going big,” said 
a successful Middle Western life insurance 
salesman, “was by the simple process of serving 
as secretary for a charity campaign put over 
in our city to raise a budget of $175,000 for 
the twenty-one leading charitable organizations 
of the city. 

“All of the most prominent people in the city 
were interested in this drive and all of them 
vere extremely anxious to put the thing over 
to a big success and to thus get the charities 
of our city on a business-like basis and elimi- 
nate the constant begging for funds by the in- 
dividual charities, which were a constant source 
of annoyance to the business men of the city 
and to all other people. 

“When the job was offered to me of being 
secretary for the affair I felt at first that it 
was almost the limit to even think of asking 
me to take time away from my business to 
serve as secretary of the event and do all the 
hard work that would naturally come to me in 
such a position. I felt very much annoyed 
about it because, at first, I didn’t have the slight- 
est intention of taking the job and I was afraid 
that it might create some ill feeling and hurt 
my business when I refused. 

“Finally I told my wife about the difficulty 
T was in. She heard me clear through and then 
she said: 

“Tt seems to me you're looking at this thing 
from the wrong angle entirely. You’ve been 
telling me that if you could only get going 
good with the leading people of the city that 
you'd be able to sell bigger policies and make 
more money. And yet now that you’ve got the 
chance to get right in with these people and 
make friends of them and show that you're a 
live wire and all that sort of thing, you’re talk- 
ing about turning the proposition down. That 
doesn't sound like good business to me.’ 

“The way my wife put it, it didn’t sound like 
good business, either. Right away I decided 
to take the business and stop selling life insur- 
ance entirely during the week of the campaign 
if that was necessary in order to help me handle 
the job more efficiently. And, also, I deter- 
mined to do my share in the drive with enthu- 
siasm and with a smile. 

“The next day I went to the committee which 
had offered me the thankless job, as I’d been 
considering it, and I said to them: 

“Tye been thinking the whole proposition 
over. This thing of clearing up the city’s char- 
itable obligations with a single big drive is the 
best sort of a proposition along charitable lines 
that has ever been tried out here. I am going 
to serve gladly as secretary and I’m going to 
put all the punch and pep I possibly can into 
the work to put it over.’ 

“This little talk made a big hit with the 
committee and, right away, I could see that my 
standing with’ the big men on the committee 
had been considerably enhanced. 

“We finally put the campaign over, getting 
within seven or eight thousand of the desired 
$175,000—which was a wonderful record. And 
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Started 


I managed to sell a little insurance ip bet 
times, too. — 

“At the conclusion of the campaign we had 
a banquet and the leaders all] commende Z 
work heartily and they all said they'd do ever 
thing they could for me when the opportal 
presented itself. ’ 

‘And they did, too. 

“Right away after the campaign my telephone 
kept buzzing regularly with men asking me to 
come around and figure on selling them some 
life insurance. They were doing their bit 
toward helping me. 

“As the result of this little effort on my part 
| started going big and I’ve been going big 
ever since. And IT wonder if my little experi. 
ence in serving on something that looked like a 
thankless task won’t offer a good suggestion 
to other life insurance salesmen who are look. 
ing for ways and means of making a favorable 
impression with the big men of their cities 
which will help them sell more insurance, Here's 
hoping so, at any rate.” 


d my 


They Will Have Money for Insurance 

WasHincton, D. C., November 14.—War 
Savings Stamps of the series of 1918 become 
due and payable on January 1, 1923. The people 
who bought these stamps will receive their full. 
face value upon redemption and will find that 
the money they saved five years ago has earned 
every year about 4 per cent compounded interest 


Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will he 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 





Annual Premium, Ordinary 
Os A crs eniie went eae . $128.05 

Twenty Payment Life........ $167.10 

Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance (. 
Home Office, United Life Bidg., Concord, N.f 


———_ 
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The Opinion of the President 


One piece of literature which Detroit Life 
ts have found very effective and very help- 


agen 3 : ee ee ae ° 
ful to them 1n their canvassing W ork is entitled, 
“The President and His Cabinet on Life In- 
surance.” 


Progress in the world is measured largely by 
the degree 10 which the mass of people are in- 
fyenced by the thoughts, expressions and actions 
of those comparatively few who attain promi- 
nence Dy accomplishment. Naturally all of us 
geek the opinions of successful men, and these 
opinions influence our lives. a 

The addresses ol the President of the United 
Sutes and his intimate advisers, the members 
of his cabinet, on any subject of great rublic 
interest influencing the public welfare neces- 
sarily are interesting. 

Fach one of these great statesmen has un- 
qualifiedly endorsed life insurance as an institu- 
tio, The expressions bring cheer to the in- 
wired, and are a message of enlightment to the 
wninsured. We have this in a very attractive 

mphlet, accompanied by pictures of the mem- 
hers of the Cabinet and the President. Any 
agent who has failed to utilize this valuable 
pamphlet should try it. 

“In connection with this pamphlet, we are re- 
minded of a little incident which happened in a 
Grand Rapids hotel a few weeks ago. 

Reu!, our Grand Rapids manager, walked into 
the lobby of the hotel and bumped into a group 
of local business men. One of them, a con- 
spicuously influential man, was berating life in- 
surance as an institution and the agents as a 
nuisance. Mr. Reul listened until the man had 
finished talking and then turned to the group 
and asked this particular man if he considered 
his own opinion of greater importance than the 
opinion of the President of the United States. 
The man replied that he did not. Mr. Reul 
happened to have some of these leaflets in his 
pocket. He called the attention of the party 
to the fact that the President of the United 
States, and every member of his cabinet, had 
whole-heartedly and sincerely endorsed life in- 
surance, and had permitted the use of their 
statement relative to life insurance, in such a 
public way. 

There was no further argument on the subject. 


—Detroit Life Bulletin. 


The publication above referred to, “The 
President and His Cabinet on Life Insurance,” 
is that prepared and published by The Spectator 
Company, several hundred thousand copies of 
which have been issued and circulated during 
the past year. 

The experience referred to by Mr. Reul re- 
sembles one reported to a representative of THE 
Spectator as having happened in Florida nearly 
a year ago. 

In two other sections of the United States 
similar happenings have been reported in con- 
nection with another leaflet published by The 
Spectator Company, entitled “Advice of Great 
Value to the American People,” embracing 
opinions and portraits of five past presidents 
of the United States concerning life insurance. 
It is evident that human nature is much the 
same everywhere, and that critics of and ob- 
jectors to even the most attractive proposition 
can be found in any part of the country. It 
is gratifying, therefore, that The Spectator 
Company has been able to obtain endorsements 
of the institution of life insurance from presi- 
dents of the United States, sufficiently strong 
{0 convert even the most. doubtful citizen as 

to the importance of his obtaining sufficient life 
Insurance to protect his family. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 





CANCER 
A Serious Phase of Mortality 

Out of ten diseases, causes of adult deaths 
in New York city in the year 1898, cancer, 
with 2006, ranked sixth. In the last twenty- 
three years, deaths from this cause rose 165 
per cent, while deaths from five other ills de- 
Of the 
five fatal diseases which increased in malignity, 
cancer ranks the second highest. They appear 
Heart disease, cancer, puerperal 
diseases, pneumonia and kidney diseases. 

In the year 1920, of the total number of adult 
deaths from disease in New York city, 5317, or 
about 13 per cent, were from cancer. The in- 
crease in fatality rate from cancer is’ particu- 
larly remarkable, inasmuch as it is now widely 


creased, in most cases considerably. 


as follows: 


claimed that cancer is not hereditary and that it 
is non-communicable. It is now fairly well 
established that, in its earliest stages, it is cur- 
Emotionalism has done much to increase 
this dread malady. People are in great fear of 
it, and hence refuse to admit, even to themselves, 
Then, through 


able. 


that any ailment may be cancer. 
fear, they omit securing the proper kind of 
treatment for it. 

Although deaths from violence are far less 
numerous than from disease (about 91.07 per 
cent less in 1920), “Safety Week” met with a 
ready response from the public. The life insur- 
ance companies, which inaugurated Cancer 
Week, lent their efforts and influence to a cause 
which is of paramount importance to both 
themselves and the public which they serve. 
All who are active in the campaign against 
cancer will doubtless see the wisdom and bene- 
ficence of redoubling their efforts, and will not 
be content merely with focusing them on one 
week out of fifty-two, but of carrying the fight 
on vigorously every week in the year, organiz- 
ing and broadcasting well directed publicity, 
ceiving material assistance when possible, and 
encouraging somewhat, after the fashion of the 
Rockefeller Foundation, the intensive study of 
this dangerous disease. 


A Partnership Case 

One of our lifemen recently canvassed two 
partners for business. insurance. 

He brought out the fact that if one partner 
died the other would have to pay one-half of 
the profits for the next year to the estate of the 
deceased. 
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t was not a difficult problem to show them 
that life insurance would provide a fund to 
cover the loss to the surviving partner and also 
protect the estate of the deceased. 

An article was added to their partnership 
agreement, fixing a value for each share, and 
insurance was taken out to cover this amount. 

A policy was taken on the life of each part- 
ner, payable to the other. 

At the death of either partner, the survivor 
would have cash on hand from the life insur- 
ance policy to pay the estate of the deceased 
in full. 

In this way the surviving partner would be 
left in undisputed possession of the business 
and the deceased partner’s estate would imme- 
diately realize the full cash value of his inter- 
est.—/nternational Life Man. 
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HOW TWO CASES WERE 
CLOSED 





An Effective Argument in Favor of 
Business Insurance 





AN ODD SETTING FOR A CANVASS 





Agent Advised Persistent Wooing and 
Wrote Life Insurance 


Below will be found descriptions of the 
methods used in securing applications for life 
insurance, one involving business insurance on 
three officials of a manufacturing concern, while 
the other tells of success under rather unusual 
conditions for a canvass. 


Business INSURANCE PLACED 

A few days ago I placed $30,000 20-pay. busi- 
ness insurance on the three chief officials of a 
manufacturing company. I had _ previously 
placed a five on two of them and the dividend 
returns were very satisfactory, I knew. After 
explaining by letter in triplicate the strong 
points of the company and the liberal cash re- 
turns, etc., I showed that after five years, if the 
present scale of profits were maintained, the in- 
surance would call for around $1100 a year, 
and by way of a clincher said, “If you found 





Massachusetts Mutual Life 
Insurance Company 


Springfield 
Incorporated 1851 


Massachusetts 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 
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you needed a new yard man at $4 a day, you 
would put him on and think little of it. This 
policy will average less outlay, and yet it 
gives you protection and bank collateral of 
$30,000 quick cash if you die, and all you have 
paid returned with fair interest if you live. 
You can borrow against it, and after, say, six 
payments the annual increase in available cash 
exceeds the premium. Doesn’t that beat the 
yard man?” 

In a day or so I got a letter saying they were 
ready to close the contract, and it has gone 
through. 


OnE oF THE WooeRS SIGNED UP 


A lady said to me, “My husband is open to 
consider life insurance. JI wish you would call 
some time.” I called shortly after, but a young 
man came to the door and informed me that 
his father was out driving. As he looked like 
a prospect, I told him I wanted to show him my 
voter’s list. This is a list of nearly 700 people 
I have insured, grouped according to vocation; 
and by way of opening I explained that if the 
veters’ lists were lost they could run an elec- 
tion on the people I had insured and not miss 
many. This caught his interest and he invited 
me into the parlor, where a young lady was com- 
fortably seated among the cushions of the sofa. 
I told him about the bank that returned one’s 
deposits with interest and carried the risk 
meanwhile. I explained that insurance is the 
only thing in the world that you can buy, get 
the benefits of protection and receive the pur- 
chase price back with interest. “That sounds 
good to me,” he said, “there is a young man in 
the next room I would like to hear it.” I 
opened the door and walked in the other parlor 
and, lo, he was sitting with a young lady, garbed 
in silk, on his knee. 

She started to take another chair, but I, be- 
ing considerably older, placed my hand on her 
shoulder and said, “You look quite comfortable ; 
stay right where you are, I’ll be here only a 
coment and I’ve been there myself, anyway.” 
Two things happened, to my surprise. She re- 
mained, and the other young man sat down and 
teok his young lady on his knee. That was my 
setting for a life insurance talk. 

I said, “It looks as if you were going to need 
insurance soon.” To which one replied, “I have 
proposed to this young lady seven times this 
evening, and ‘no go.” I said, “Do not stop 
short of a dozen,” and came back to my sub- 
I insured one of them, but the other 
I hope to gather him 


ject. 
shortly after left town. 


Thursday 


into the fold on his return. The one who had 
made the seven-fold proposal evidently followed 
my advice, for he married shortly after, and hi 
wife sees that the premium is paid 


prom 
Moral: Sow beside all waters. mh, 


Some Old and Rare Insurance Works 

Among the rare and valuable books which 
The Spectator Company has available are the 
following: A complete set of the Journal of 
the Institute of Actuaries ; the Testimony Taken 
Before the New York Legislative Investigating 
Committee, 1877; a complete set of New York 
and Massachusetts State Insurance Reports; An 
Essay on Probabilities and on Their Applica. 


tion to Life Contingencies and Insurance 
Offices; Select Exercises for Young Pr. 
ficients in the Mathematics; Choice and 


Chance. 





General Agency 

$ contract is a valu- 

able franchise, de- 

sirable because it 

recognizes personal ability 

and ambition and rewards 

them with broader fields 
of action. 


Since 1884 this Com- 
pany has sought men of 
ability and ambition suc- 
cessfully; but there is al- 
ways room for one more. 
Are you the man? 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinois 














EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 
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November 30, 1922 


Sixty Years Ago 
By F. L. Pearce 


The following extracts taken from an Amer- 
ican life assurance journal of 1861 form inter- 
esting reading, indicating as they do that the 
vital importance of the then comparatively un- 
familiar provision of life assurance was be- 
ginning to dawn on the minds of an awakening 
community. 

In an address on the subject, we find the fol- 
lowing illustration of the terrible sudden- 
ness with which the Grim Tyrant of the Tomb 
often strikes the head of a family and rzduces 
a happy little circle from affluence to poverty 
and to absolute want: 

We were sauntering one day about dusk in 
Oxford street, when a high-mettled white horse, 
ridden by a little boy who had been ordered to 
hold it, galloped past like a flash of lightning. 
In an instant, a gentleman who happened to be 
crossing the street, was run over and killed; 
and in the next moment the horse’s chest was 
transfixed on the pole of an omnibus, whilst 
into the crowd, which immediately gathered, 
the boy plunged and disappeared. As a matter 
of course, the bleeding and insensible man was 
carried into the nearest chemist’s shop, where 
his card-case disclosed that he was a clergy- 
man, and a roll of banknotes in his breast 
pocket showed that there would be plenty 
wherewith to pay the funeral expenses. 

“And this being so, what more would you 
have?” says the one-eyed philosopher. “When 
a man’s dead, surely it suffices if he leaves 
enough to bury him withal. Inasmuch as in 
this gentleman’s pocket (he having just drawn 
aquarter’s stipend) there was found an ample 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 
NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN ; 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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fund to provide a decent coffin and ten-foot 
What more could a dead man possibly 
We answer: 


erave. 
want ?” 

Oh, half-sighted philosopher, when can it be 
said of reasoning man, as of the brute, that 
life is over? The fractured skull, the quiver- 
ing frame, and the last-drawn breath, are not 
the “be-all and end-all” of our species. Friend, 
open thy second eye, and look into that small 
back parlor, where there is a humble-minded 
gentlewoman superintending the tea-meal of her 
three children, having waited until they were 
tired for their father’s return. The corpse in 
the chemist’s shop, is in that little chamber 
come to life again; the chain is there continued, 
though the parent link be destroyed. 


The reader will understand us when we add 
that the widow’s first impulse, on learning her 
bereavement, was to wish herself and children 
had shared in the father’s death, since they 
were wholly dependent on his professional in- 
come, and his life was not assured! 


Here is an eloquent paragraph which no 
doubt helped to convince many a doubter of the 
paramount need for making provision to protect 
his family from the inevitable arrival of the 
Grim Reaper: 

The Journey of Life—Ten thousand beings 
set forth together on their journey. Aiter ten 
years, one-third, at least, have disappeared. At 
the middle point of life but half are upon the 
road. Faster and faster the ranks grow thin- 
ner. At three score-and-ten a band of some 
four hundred yet struggle on. At ninety, these 
have been reduced to a handful of thirty trem- 
bling patriarchs. Year after year, they fall in 
diminishing numbers; one lingers, perhaps, a 
lonely marvel, till the century is over. We look 
again, and the work of death is finished! 





The terrible (?) ordeal of medical examina- 
tion, that bugbear of the timorous candidate 
for life assurance, is somewhat alarmingly de- 
picted in the following extract, which is, 
nevertheless, amusing reading when viewed in 
the light of modern science. 


A gentleman in the prime of life who is, and 
always has been, thin, but who nevertheless en- 
joys excellent health, applied at an office to 
effect an assurance on his life. The medical 
officer had him weighed and measured, just as 
if he were dealing with so much butcher’s meat; 
he stripped him to his waist, and performed 
certain mysterious operations upon his chest, 
and after other tests had been applied, recom- 
mended him to the directors as an eligible life. 
Surely, such a process as this may be avoided; 
it is an outrage upon a man’s feelings, and 
ought not to be perpetrated. I mention it to 
show how calculated such proceedings are to 
inspire terror in the minds of those who have 
not yet undergone this terrible ordeal, and to 
disincline them from entering any office what- 
ever. Besides, no man would feel very com- 
fortable who was recommended, after a proc- 
ess of this description, as insurable at an ad- 
vanced rate of premium. It is not particularly 
pleasant or assuring to be quickly informed 
that our lives are impaired, and that we are to 
take rank among the damaged ones, and to pay 
accordingly. 


The article quoted below likens life assurance 
to the discovery of the famous philosopher’s 
stone: 


THE PHILOSOPHER’sS STONE DISCOVERED 
Perhaps we should be deemed more than 
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chimerical if we even hinted at any discovery 
that would equal the fabled power of that un- 
substantial pebble, seeking for which ancient 
alchemists spent their lives, health, and wealth; 
but modern science brings us nearer the dis- 
covery of the true philosopher’s stone than 
ancient alchemy, and that, too, without sacrific- 
ing life, health, or wealth; but rather, with the 
increasing of all of these, particularly wealth, 
and making our existence full of genuine and 
pure happiness. Will the statement be received 
with incredulity, that science has evolved and 
discovered a process whereby we can not only 
enjoy fully the pleasures of our income, but, 
by laying aside of it a mere trifle, we can se- 
cure that for which every man labors most—the 
laying up of a snug fortune for his family, and 
the entire enjoyment of his earnings? We will 
suppose that a man of thirty years proceeds to 
save every dollar he can save, self-sacrificing by 
denying many of the luxuries of domestic life 
for himself and his family. After laboring 
hard and saving frugally for a few years, he 
is cut off suddenly by death, leaving his family 
« smali sum in the savings-bank. 

Now to the philosopher's stone. We will say 
that he laid by 100 in the first year and then 
should die. Will it be considered impossible 
that his widow and fatherless little ones should 
receive from that $100 no less than $5000? 
And this, too, without the shadow of doubt, and 
by a process that has been existing during the 
last half century, and an instance illustrating 
it occurred only a short time since in this very 
city, where a German, living on Seventh avenue, 
in January of the year 1859, applied to assure 
his life for $1000 with the —————————— 
Company, a very old and respectable company, 
who have an office in Wall street of this city. 
He was thirty-seven years of age and paid 
every three months $6.70. He died this fall, 
and his wife and children will receive in a 
short time the $1000, for which has been paid 
in all only $46.90. 

A still more striking illustration occurred 
only a day or two or ago, when, as appeared by 
the newspapers, during a fire which oc- 
curred on Friday, November 30, at 129 Canal 
street, the occupant, George Wuest, in his 
efforts to save his family and property, returned 
to the room from which he had just rescued his 
wife and child and, while blinded by the fire and 
smoke, either jumped or fell from the third- 
story window, and injured himself so severely 
that he died on Saturday the Ist instant at 
the hospital. It now appears, he, by his pru- 
dence, had insured his life for the benefit of his 
wife, in November, 1858, and the same company 
will pay shortly to the widow $1000 for the 
support of herself and child. So Mr. Wuest, 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen’ are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
‘Am well pleased with the letters. Shall be able to 
make effective use of them.” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
TE EL EE 


Madison, Conn. 








by paying the small sum of $42.40, saved those 
who had the tenderest claim upon him from 
probable suffering and privation. 

This far exceeds what any savings-bank will 
do. It pays the amount whether it is saved 
up or not; for, if a man lives to a good old 
age he will even then get more than he would 
from any savings-bank. . . . We _ would 
earnestly appeal to every true husband, father, 
or brother, to act in this matter without any 
delay, for he may die to-morrow, and every 
time his eye may rest upon a beloved wife, 
child, or sister, he has the consoling reflection 
that, die when he may, his own prudent act has 
shielded them from want and its worst conse- 
quences. 

We close with the following interesting para- 
graph, dated April, 1861: 

Persons who may have suffered from the pre- 
vailing panic, or who may desire a safe in- 
vestment, may by a small annual payment re- 
store their impaired fortunes, and make sure 
provision for those who come after them, by 
the agency of a life policy. The ——~———— 
Company is now in the fifty-fourth year of its 
existence, and possessed of a large capital and 
surplus, with an income of over $5000 a day. 
Its policies are, humanly speaking, beyond every 
contingency, for neither dueling, suicide, or 
death by the hands of justice is allowed to 
vitiate them. 





Atlas Life’s New Home Office 
Insurance capital is contributing to the 
phenomenal growth and modern development of 
Tulsa, Okla. The Atlas Life Insurance Com- 
pany is among the progressive business houses 
whose constructive measures have attracted at- 
tention to that city. 

The latest addition to the city’s already splen- 
did physical appearance is the Atlas Life Build- 
ing. Unique and handsome in design, this 
twelve-story structure represents the keen offi- 
cial foresight of the Atlas, whose well-won 
presperity has built it. The building was for- 
mally opened with dedication ceremonies true 
to the famous hospitality of the spirited South- 
west. An old-fashioned house-warming pro- 
eram was successfully carried out on the even- 
ing of November 23. For a week the Tulsa 
papers carried column after column on the 
event, hailing it as a step in making Tulsa a 
financial center. 

The Atlas Life was organized in i918 | 
group of leading Tulsa business men and it 


ya 
has 
made an excellent record for aggressiveness 
and progress. 

As an old line, legal reserve insurance com- 
pany the Atlas was organized with a capital 
of $250,000, and on October 2, 1918, the com- 
pany started to write business. From that day 
forth it has been successful, not alone in the 
Oklahoma oil fields, but in writing business in 
four other States—Texas, Kansas, Missouri 
and Arkansas, and now has over $13,000,000 of 
insurance in force. A very substantial mile- 
stone of its success is this 
building. 

The officers of the Atlas are: H. O. McClure, 
president; C. A. Mayo, vice-president ; John R. 
vice-president; G. R. McCullough, 
secretary and 


fine new home office 


Hadley, 
treasurer; Dr. S. Dezell Hawley, 
medical director; H. Gale Rogers, 
director: L. E. Mitchell, assistant secretary; 
T. J. McComb, actuary, and J. FE. Karr, auditor. 
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Multiplying Your Income 


If you are not already using in your office 
ihe treatise on life insurance salesmanship en- 
titled “Multiplying Your Income,” by William 
T. Nash, you are overlooking something of 
great value both to the agent and general agent. 
i:very agency man has this experience. A 
prospective agent comes into the office. Per- 
haps he is a teacher, a clerk or a farmer and 
knows nothing whatever about life insurance, 
its possibilities or his fitness for that business. 
ihen it is that the general agent must take up 
the work of educating this new prospect, 
spending hours, if not days, of his valuable time, 
all of which may be in vain, At best much 
time will be wasted in an unsystematic discus- 
sion of the subject under unfavorable circum- 
stances and with the interruptions which are 
quite unavoidable in a busy office. 

Thus it is that a prospective agent’s first im- 
piession may be a disappointment to him. The 
terms, the many figures, the expressions used, 
the business, in fact everything, is new to him. 
Ile is unable to grasp it all, hence is bewildered 
He then gives it up and per- 
ips a good agent has been lost. 


and discouraged. 


lor Prospective AGENTS 

Right here is where “Multiplying Your In- 
come” is invaluable. The author had exactly 
this situation in mind all the way through and 
suggests that whenever a prospective agent ap- 
plies for information, instead of entering into 
a prolonged discussion of life insurance, hand 
him a copy of “Multiplying Your Income,” 
saying something like this: 

This book I am going to ask you to take 
home with you and read carefully every word 
to-night, and as you read, make a memorandum 
of any questions you may wish to ask. Come 
here to my office to-morrow morning and we 
shall discuss then all the little details. 

You will be surprised to learn how much 
you have accomplished in only a few moments’ 
time. First, this prospective beginner will have 
read at his leisure in the quiet of his home the 
very things you would wish him to know and 
in the order that he could grasp and under- 
stand every word. Second, it is safe to say 
that when he steps into your office the follow- 
ing morning he will have definitely made up 
his mind whether or not he will become a life 
insurance man. You have given him more of 
a life insurance education than he could 
possibly get in any other way in the same length 
of time and you have enabled him to decide 
for himself whether or not he is fitted for this 
business. All this has been done at the cost 
of a few minutes of your time. 

When once you have read this book you will 
be quick to recognize its value to the general 


agent. 


Wovutp Nor Seitz It ror A DoLLaR A Pace 

However, the beginner is not the only one 
to be benefited by a careful reading of 
“Multiplying Your Income.” It has been read 
profitably by many of the largest producers, 
who pronounce it a work of great value and 
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one that should be read by every life agent 
The vice-president of one company Stated ‘: 
a letter to The Spectator Company, in which 
he ordered a large number of copies for his 
agents, that he would not take a “dollar q page” 
for his first copy if he could not get another, 
Others who have read and used it have ex- 
pressed themselves in equally strong terms. 

"very agency office should be supplied with 
a sufficient number of copies to insure its he. 
ing read, or better yet, owned and read te. 
peatedly by every soliciting agent. 


Increased Commissions on Group 


Goulden, Cook and Gudeon, managers jp 
New York of the Connecticut General Life Ip. 
surance Company, have announced to brokers 
and agents of the city an increased commis. 
sion on employee’s or wholesale insurance. 


W. C. Schuppel Promoted 

The general manager of the Oregon Life 
Insurance Company, C. S. Samuel, announces 
the appointment of W. C. Schuppel as assistant 
manager and superintendent of agents, suc- 
ceeding E. N. Strong, resigned. 

During the past eight years Mr. Schuppel has 
become widely and favorably known throughout 
the Northwest in connection with his work as 
agency supervisor for this company, and his 
promotion comes as a result of his very success- 
ful work with the agency organization of the 
Oregon Life. 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 
Address, 


reference. 


wy 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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Double Indemnity 
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See the new low Rates. 


JOHN F. ROCHE, 
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THE SPECTATOR 


LIFE INSURANCE SECTION 


Actuarial Investigation 


(Continued from page 4) 
miums on the present schedule of contributions 


is placed at only $9,701,000, leaving a deficiency 

of $25,189,000. The authors of the report, there- 

fore, remark that from the foregoing “it would 
appear that it would require approximately 
$6,000,000 to carry the present pension roll un- 

til the death of the last survivor, assuming a 

net rate of interest of 114 per cent, which was 

the rate earned during the fiscal year 1920-21. 

To pay future benefits a rough estimate shows 

that at least $25,000,000 further would be re- 

quired, taking into account the present value of 

future assessments. This estimate involves a 

rather high interest assumption (34 per cent) 

but no account is taken of withdrawals. The 
assets of the fund on May 31, 1922, were 
$1,140,000.” 

Hence the lamentable conclusion that “under 
present conditions every member added to the 
number as of December 31, 1922, increases the 
deficiency.” 

This naturally raises the question as to how 
large a sum, payable annually, would be re- 
quired to take care of a deficit of approxi- 
mately $30,000,000 in payments spread over a 
considerable period of time, say sixty years, 
but the answer made to this question is quite 
inconclusive. 

The report includes a number of definite rec- 
ommendations as foilows: 

(1) The minimum rates of contributions 
per month to each fund (30 cents) 
were based upon an assumed salary 
of $70 per month. Now that wages 
are nearly three times as large there 
would be no inequity in increasing 
the rate to $1.00. 

(2) The alternative valuations submitted 
in this report have made manifest 
that the manner of net interest 
earned is of great importance as 
effecting the liabilities of the fund. 
Any arrangement, accordingly, that 
would relieve the funds from ad- 
ministration expenses, leaving intact 
the interest earnings, is a matter 
worthy of your most serious con- 
sideration. 

) It is evident that the continuance of 
the present scale of the pension fund 
would be unsound and unfair to the 
younger members of the union. It 
means the early exhaustion of the 
fund in payments to early retirants, 
leaving a reduced benefit only, to 
future retirants. Your investigators 
accordingly recommend that this 
fund should be placed on a scientific 
hasis at the earliest possible date. 
As a preliminary step immediate re- 
duction of pension benefits as rap- 
idly as possible to an amount pur- 
chasable by the accumulated con- 
tributions of members, or as an 
alternative the levying of increased 
pension assessments, is advisable. 
Such a course should not be re- 
garded as a hardship to present pen- 
sioners; on the contrary it should 
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be remembered that they have en- 
joyed increased benefits not justified 
by income and made contrary to the 
advice of the union’s officials re- 


peatedly and formally expressed in 
annual reports. 

It is sincerely to be hoped that the report 
will receive extended consideration on the part 
of the members of the actuarial profession. 
Every failure of life insurance efforts, whether 
corporate or fraternal, strikes a blow, but the 
cause of life insurance progresses. It is of the 
very first importance that the best actuarial 
judgment should be available to fraternal so- 
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One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,700,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 19 States. For 
territory write today 


AGENCY DEPARTMENT 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, II. 


in its own building. 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Operating in 


Liberal Agency and Genera} Agency 
contracts offered to live wires in 
any of the above States. 
nicate with us. 
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cieties honestly striving within the limits of 
their understanding to solve the insurance prob- 
lems in their own way and at their own cost. 
The condition of the International Typo- 
graphical Union pension fund presents all the 
earmarks of a situation only too common in 
the experience of fraternal and labor organiza- 
profession can render a 


of labor 


tions. The actuarial 
very substantial service to the cause 
progress by giving the most sympathetic as well 
critical consideration to the facts 
Haight 


as severely 
and conclusions arrived at by Messrs. 
and Marvin. 
MUTUAL LIFE UNDERWRITERS CLOSE 
SESSION 
Officers All Re-elected—Judge Potts Urges 
Fixation of Reserves 

Cuicaco, Ini., November 25.—All officers of 
the National Association of Mutual Life Under- 
writers were re-elected at the closing session 
of the tenth annual convention last Wednesday 
at the Hotel LaSalle as follows: President, Dr. 
VY. Hopkins, Pure Protection Life As- 
sociation, Cleveland; vice-president, [Edward 
M. Martin, Guarantee Fund Life Association, 
Omaha; secretary, Nelson O. Tiffany, 
Life Association, Buffalo: treasurer, A. J. 
Davies, Knights Templars and Masonic Mutual 
Aid Association, Cleveland. 
of officers show the 


George \ 


Masonic 


The reports association 
to be in a good financial condition, and one new 
membership, the 


Association of 


elected t« 
Accident 


association was 
Home Health and 


South Bend, Ind. 
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LIFE INSURANCE SECTION 


A special committee on legislation consisting 
of George Dyre Eldridge, Dr. George W. Hop- 
kins, Edward M. Martin and John W. Barth 
has been named to appear before the meeting of 
the National Convention of Insurance Com- 
missioners in New York in December, to place 
before the Commissioners a model bill, relating 
to life insurance corporations on the mutual 
or assessment plan. 

Rufus M. Potts, Insurance Commis- 
sioner of the State of Illinois, was the prin- 
cipal speaker of the closing session. He urged 
the mutual life underwriters to immediately go 
before the insurance commissioners’ convention 
and from that body obtain a ruling as to just 
what shall constitute the reserves which they 
must set aside according to law. This should 
he done, he said, before the new internal rev- 
act becomes effective the first of the year. 


former 


enue 


National Life and Accident Has Million in 
Ordinary 

Nearly 600 applications for an aggregate of 
more than $1,000,000 of insurance in the ordi- 
nary life department were recently turned in 
as the result of one week’s work by agents of 
the National Life and Accident Insurance Com- 
of Nashville, Tenn. These applications 
were all for ordinary insurance, and they aver- 
aged $1800 each. Monday, October 23, was the 
largest day in the history of the ordinary life 


pany 


department, 324 applications for a total of $581- 
500 having been received on that day. 
An interesting record was made of this re- 


Thur. ( E 


sult by means of a photograph of nearly § 
applications which was taken in the office of 
Vice-President E. W. Craig, who, with Assists 
ant Manager FE. B. 
cluded in the picture. 

Assistant Manager T. L. Helm of New On 
leans, No. 2, led the a with an applicatiog 
for $50,000. 

The National Life and Accident js having g 
and its officers expect 
it to double the ordinary business in force by 
the end of this year. The company ended tog 
with about $5,000,000 of ordinary insurance jp 
force, which had grown to $10,000,000 at ¢4 
end of 1921, and it is expected that the end 9 - f 
the current year will show $20,000,000 of ords 
on the books. 


Stevenson, Jr., was in 


very satisfactory year, 


nary 


Success of Kurzweil-Landau Agency 

Charles Kurzweil and L. D. Landau signala 
ized the completion of the first month of thep 
partnership in the Kurzweil-Landau Agency of 
the Guardian Life with a production that placegl 
this new agency well up on the list of the coms 
pany'’s leading agencies for the month. Mg 
Landau personally submitted over $100,000 ¢ 
new business during his first month with th 
(Cuardian. a 


Death of R. P. Williams 
Richard P. Williams, first vice-president ¢ 
the Michigan Mutual Life Insurance Company 
Mich., died on November 5. 
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and _ policyholders. 
progressive program of Agency Co- -operation | 
and Service to Policyholders is unsurpassed | 
by any other company, and equalled by few.7 


T. LOUIS HANSEN, 
Vice-President 


The Guardian Life Insurance Company 


“Financial Status Unsurpassed” 


says The Insurance Almanac in its review of | 
the progress and activities of THE GUARDIAN 


The same thing could be said for the service 
which this Company renders to its field force 


Tue GUARDIAN’S broad, © 


If you want to know the whole story of what 
this Company is doing for its field force, address’ | 


or GEO. L. HUNT, 
Supt. of Agencies: 


OF AMERICA 


Established 1860 under the Laws of the State of New York — 


50 Union Square, New York 
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JOINT NEW ENGLAND MEETING 

' Piscuss Place for Next Convention 
The New England Advisory Board and the 
England Insurance Exchange held joint 
tings at the Boston City Club last week 
“or the purpose of facilitating the work of 


toth organizations. 

| Ivan E. Lang, president of the Maine Asso- 

“gation of Local Agents, and also New England 

"vice-president of the National Association, was 
ed chairman of the Board for the coming 


year. Warren S. Shaw of Brockton was elected 


"secretary. 
> The locality of the next New England con- 


| vention was discussed and a committee named 
Yo investigate the possibility of holding it at 
! Newcastle, N. H., York Harbor or York Beach, 
«Me. 
' The committee on forms reported a long and 
| valuable conference, in which they dealt largely 
| with dwelling-house forms. 
' he hazards of radio outfits, gasoline en- 
3 gines on farms, and other problems puzzling to 
| the agents in distant parts of the States were 
| taken up and the experts of the Exchange gave 
much information and advice on these subjects. 
__ A full representation from all the States of 
- New England was present. 


‘New Kansas Hail Mutual Making Big Plans 

Torexa, Kan., November 25.—What prom- 
ises to be the biggest campaign for hail busi- 
ness Kansas has seen in many years has been 
undertaken by the newest of the hail com- 
panies to be chartered in Kansas. The Guar- 
anty Mutual Hail Insurance Company was in- 
corporated last month. It has taken a long 
lease on a suite of six office rooms in Topeka 
and will open them about December 1. Directly 
after the opening of the new year fifty special- 
ists will come to Topeka for the organization 
of the field force of the company and shortly 
afterward the campaign will begin. The fifty 
men have been recruited from the hail com- 
panies in Iowa and Nebraska and will come 
to Kansas to put on an intensive campaign to 
get a large share of the hail business in 
Kansas, 

The officers of the company are: President, 
Fred Nordstrom, Topeka; vice-president, H. L. 
Allen, Topeka; secretary, G. A. Manifold, 
Shenandoah, Ia.; treasurer, George Wild, St. 
Joseph, Mo. 


Dinner to C. I. Hitchcock 
A dinner in honor of Champion I. Hitchcock 
of the Insurance Field, Louisville, Ky., is to 
take place on December 7 at the Hotel Astor, 
New York. Invitations to participate in this 
_tvent, which are signed by Joseph Button of 
Richmond, Insurance Commissioner of Vir- 
ginia, refer to Mr. Hitchcock as “friend of the 
friends of insurance,” and it is stated that nu- 
merous representatives of all branches of insur- 
ance will be present. 
; The committee in charge consists of the fol- 
‘Owing: Joseph Button, Insurance Commis- 
sioner of Virginia, chairman; Platt Whitman, 
Insurance Commissioner of Wisconsin ied a 
McMurray, Jr., Insurance Commissioner of In- 


diana; James V. Barry, vice-president of the 
Metropolitan Life; Edwin P. Morrow, Governor 
of Kentucky; John B. Morton, president of the 
National Board of Fire Underwriters; L. J. 
Dougherty, president of the American Life 
Convention; Edson S. Lott, president of the 
United States Casualty; Clarence Axman, edi- 
tor of the Eastern Underwriters; Carl Henry, 
Pacific coast general agent of the Sun of Lon- 
don and other companies; Henry F. Tyrrell, 
legislative counsel of the Northwestern Mutual 
Life; Leo L. Redding of Leo L. Redding & Co., 
New York; Harry Barrett Chamberlain, operat- 
ing director of the Chicago Crime Commission; 
James L. Case, president of the National Asso- 
ciation of Insurance Agents; H. M. Woollen, 
president of the American Central Life, and 
James E. Dunne, Chicago, manager F. B. Col- 
lins Investment Company. 

The speakers at the dinner will include C. M. 
Cartwright of Chicago, Young E. Allison of 
Louisville, Harry B. Chamberlain of Chicago; 
Governor E. P. Morrow of Kentucky; John A. 
Morrison of New York, and Charles H. Burras 
of Chicago. 


Niagara Will Have $3,000,000 of Capital 


The Niagara Fire Insurance Company of 
New York, by the transfer of $1,000,000 from 
the surplus to the capital account, plans to in- 
crease its capital from $2,000,000 to $3,000,000, 
at the same time providing for a 50 per cent 
stock dividend. The return of security values 
has substantially increased the company’s sur- 
plus during the past year, and the projected 
plan will act as a counterbalance between the 
surplus and the capital. 

The formation of the Niagara Fire took place 
in 1850 with a capital of $200,000, which in 1864 
was increased to $500,000, and again to $1,000,- 
ooo. After the Chicago and Boston fires of 
1872, the capital was reduced to $500,000, and 
in 1906 was brought down to $250,000. The 
same year, however, saw its increase to 
$750,000, and in I9I0 it leaped to $1,000,000. 
The sale of additional stock to stockholders 
at par value in 1920 permitted a further capital 
increase to a new high of $2,000,000. 


Fire Insurance Law Chart 

In the 1922-1923 edition of “The Fire In- 
surance Law Chart,” in the column headed 
“Prohibiting Reinsurance in Unauthorized Com- 
panies,” the word “No” should appear in the 
line opposite Georgia. The Insurance Commis- 
sioner of Georgia has ruled that, as there is no 
specific statute forbidding reinsurance of 
Georgia risks in non-licensed companies, the 
reinsurance of a part of its business by a 
licensed company in an unlicensed company is 
permissible. The original writing company is, 
however, liable to the insured and also for the 
tax. 


—The stock of this company, capital $5,000,000, par 
value $25 each, has been listed on the New York Stock 
Exchange and may now be traded in through any 
member of the New York Stock Exchange. 
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FEDERATION PROGRAM 
Commissioner Donaldson Will 
Joint Meeting 
Following is the program of the Insurance 
Federation of America, which will meet in New 
York, at the Hotel Astor, December 5: 


Address 


10:00 O’CLOCK A. M. 

Call to order by President Philip S. Powers. 

Roll call. 

Reading of minutes of previous meeting. 

Appointment of committees on resolutions, auditing, 
nominations, and special matters. 

Reports of Officers—President, Philip S. Powers; 
chairman, advisory committee, William Brosmith; 
treasurer, W. G. Curtis; secretary, John T. Hutchinson. 

Reports of committees. 

Election of officers. 


2:00 O’CLOCK P. M. 


Joint meeting Insurance Federation of America, and 
Insurance Federation of the State of New York. 

Address—“The Advisory Board Plan,’ Thomas B. 
Donaldson, Insurance Commissioner, State of Penn- 
sylvania. 

“On the Firing Line’—Ten-minute talks by Federa- 
tion sharp-shooters. 

General discussion. 

Adjournment. 


JOIN INDEPENDENCE INDEMNITY 


Benjamin F. Sturgis Appointed New York 
City Manager 

Benjamin Sturgis has been appointed New 
York city manager of the Independence In- 
demnity Company of Philadelphia. Charles H. 
Holland, president of the company, has also 
announced Colin F. Macdonald as chief in- 
spector, and William Hamilton as assistant 
liability underwriter and schedule rater at the 
home office. 

Mr. Sturgis is well known through long ex- 


perience in the Metropolitan district, where he 


has spent his entire career in the insurance 
business, and is thoroughly familiar with local 
conditions. 

Mr. Macdonald was a marine engineer and 
later an inspector and engineer surveyor in 
Scotch insurance companies. He has recently 
been chief inspector for an American company. 

Mr. Hamilton joined the Independence In- 
demnity after several years’ experience in ad- 
ministering the schedule rating of risks, 
recently being in the head office of the Ocean 
Accident. 


Metropolitan Casualty Increases Capital 

After a vote on the project, the Metropolitan 
Casualty Company has increased its capital 
stock from $200,000 to $300,000, the new cap- 
ital to be made available by the transfer of 
$100,000 from the surplus to the capital fund. 
The ‘increase will be shown as a 50 per cent 
dividend to present stockholders, and upon the 
completion of its plans the company will have 
a surplus to policyholders of $800,000. 


Fidelity and Casualty Appointment 
The Fidelity and Casualty Company of New 
York has appointed Turner & Nichols as their 
general agents for Kansas City, Mo., and the 
State of Kansas. 
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Completely surrounded by states in which The Lincoln 
National Life Insurance Company is doing a remarkable 
business, Kansas is the latest addition to the Lincoln 
Life service union. 


Organization of this splendid new territory is just 
starting. There are ground floor offerings which present 
the chance to build strong agencies with the help of un= 
tiring Lincoln Life service. : 


(ink up (wire THe (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
FORT WAYNE, INDIANA 














Lincoln Life Building 


Now More Than $225,000,000 in Force 

















WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 


Chicago Grand Rapids Indianapolis Ft. Wayne 
St. Louis Kansas City Springfield, Mo. Louisville 
Topeka _ Salina Leavenworth Lincoln, Nebr. 


We want men who can meet the following require- 
ments: 


A.—Men of good reputation, honest, and willing 
to WORK. 


B.—Men of SUCCESSFUL life insurance experi- 
ence. 


C.—Men who are good PERSONAL producers. 
D.—Men who know how to ORGANIZE and 
MANAGE an agency. 


To men who can meet these requirements, an unusual- 
ly attractive contract will be given and backed up by 
prompt and efficient home office service. 


Our policies have a ‘Selling Propeller’? which fixes 
the applicant’s eye on the dotted line. 


Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 
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Automobile, Life and Fidelity Insurance Decisions 
By Harry B. Brapsury, of the New York Bar 





Automobile . 

Policy issued to purchaser under condi- 
tional contract of sale, with loss, if any, pay- 
able to conditional vendor; action by condi- 
tinal vendor alone; settlement by vendee 
with person causing accident; right of insurer 
to subrogation and to bring in conditional 
yendee as party. 

The plaintiff, Edwards, was the owner of a 
touring car, which, by virtue of a contract of 
conditional sale, was in the possession of one 
Hecht, but the title remained in Edwards. A 
policy was issued by the insurance company, in 
the name of Hecht, and a rider was attached to 
the policy, which provided that loss, if any, 
should be payable to Edwards, as his interest 
might appear, subject, nevertheless, to all the 
terms of the policy. The automobile was de- 
stroyed by accident, resulting in a loss to the 
sum of $485. It appeared that Hecht had set- 
tled with a man named Curran, who was al- 
leged to have caused the injury and had re- 
ceived $500 in full settlement, and had given a 
release. The action was brought by Edwards, 
who contended that his interest in the car ex- 
ceeded the amount of the loss, and he claimed 
the entire amount, alleging that Hecht had no 
interest in the recovery under the policy. It 
was held, however, that the possible right of 
Hecht to recover could not be litigated with- 
out his being made a party to the action. It 
was also held that the right of Edwards to re- 
cover depended primarily on the right of Hecht 
to recover; that the insurance company was 
entitled, both at common law and under the 
terms of the policy, to subrogation, and, under 
the circumstances in this case, it was not neces- 
sary for the insurance company to allege that 
it had paid the amount of the loss in order to 
enforce its right to subrogation. It was held, 
in effect, that if the insured had secured full 
payment from the person causing the loss, 
then the insurance company was not liable. A 
final determination was not made in the case, 
as the appeal was on questions of pleading, and 
the case was sent back for a new trial. Auto 
Owmers Protective Exchange of Kankakee, IIl., 
v. Edwards, Ind. App. ; 136 N. E. 
577. 











Life 

False warranty; consultation with phy- 
sician; material misrepresentation. 

A contract of life insurance contained the 
following provision: “This policy, together 
with the application, a copy of which is at- 
tached hereto, contains and constitutes the en- 
tire contract between the parties hereto, and all 
statements made by the insured shall in the ab- 
sence of fraud be deemed representations and 
hot warranties.” The application signed by 
the insured contained the following provision: 
‘I hereby declare that all the statements and 
aiswers to the above questions are complete 





and true, and I agree that the foregoing, to- 
gether with this declaration, shall constitute the 
application and become a part of the contract 
of insurance hereby applied for, and it is fur- 
ther agreed that the policy herein applied for 
shall be accepted subject to the privileges and 
provisions therein contained, and said policy 
shall not take effect until the same shall be 
issued and delivered by the said company, and 
the first premium paid thereon in full, while 
my health, habits and occupation are the same 
as described in this application.” The statute 
of Massachusetts, where the action arose, pro- 
vides as follows: “No oral or written misrep- 
resentation or warranty made in the negotiation 
of a * * * policy of insurance by the as- 
sured or in his behalf shall be deemed material 
or defeat or avoid the policy or prevent its at- 
taching unless such misrepresentation or war- 
ranty is made with actual intent to deceive or 
unless the matter misrepresented or made a 
warranty increased the risk of loss.” The 
defendant insurance company contended that 
the statements of the insured in his application 
as to his health and occupation were not true 
in fact and were not true when the policy was 
issued, and the first premium was paid, and that 
such misrepresentation increased the risk of 
loss. The application for the policy was made 
out on January 7, 1920; the policy was issued 
January 15, 1920, and the insured sailed for 
Italy on a steamer leaving New York on Feb- 
ruary 7, 1920. He died on board the ship on 
February 16, 1920, of pneumonia and diabetes. 
In his application he stated that he was a watch- 
man; that his present condition of health was 
good; that he had not been sick lately and that 
he had not been attended by a physician within 
the last three years. There was conflicting evi- 
dence as to whether or not the insured had 
diabetes at or prior to the time the policy was 
issued. The court, in charging the jury as to 
this element of the case said: “I must instruct 
you as matter of law that if a man has diabetes 
it does increase the risk of insuring him.” In 
regard to the question of whether or not the 
man had been attended by a physician and when 
he was last sick, the judge instructed the jury 
as follows: “Now you have got to take into 
account his condition, his ability to speak the 
language, the circumstances surrounding him, 
and say whether or not you say, applying your 
common sense, that he was intending to deceive 
the company when he made those answers, or 
wasn’t he. If he was intending to deceive, then 
there can be no recovery on this policy. If he 
was not, then so far as that element of the 
case is concerned, he can. If the statements 
were made in good faith, although false, then 
he wouldn’t be precluded, or his estate, or the 
present plaintiff wouldn’t be precluded from re- 
covering upon that policy, and you are to con- 
sider that element of the case.” The appellate 
court held that these instructions were proper 
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and affirmed a judgment in favor of the bene- 
ficiary named in the policy. DeGuzzi v. Pru- 
dential Ins. Co. of America, Mass. ——}; 
136 N.E. 617. 








Fidelity 

“Wrongful abstraction”; when loss of au- 
tomobile, which is being used by an employee 
without authority, amounts to “wrongful ab- 
straction” under a policy of fidelity insurance. 

The Fidelity and Casualty Company of New 
York issued a fidelity bond to the Blont Plow 
Works, covering one of its employees named 
Sale. It appeared from the complaint that this 
employee, after business hours, and without the 
consent or knowledge of the employer, with- 
drew from the warehouse of the employer an 
automobile which was then in its possession 
and wholly failed to return the same. It also 
appeared that the automobile had been pur- 
chased by the employer for the sole and ex- 
clusive use of one of his salesmen, other than 
the bonded employee in question. The em- 
ployee Sale took the automobile and used the 
same, upon a private and personal mission, in 
visiting a friend living in the city of Memphis, 
and while so using the automobile on the per- 
sonal and private business of the emnployee the 
car was stolen and had never been recovered, 
and the bonded employee had wholly failed to 
return the automobile, or to pay therefor. In 
the bond which had been issued by the insurance 
company it agreed to indemnify the employer 
of Sale against loss not exceeding $2500, of 
any money or other personal property, through 
the fraud, dishonesty, forgery, theft, embezzle- 
ment or “wrongful abstraction” of said Sale, 
directly or in connivance with others, while he 
was engaged in the service of the employer. It 
was held that the acts of Sale amounted to 
“wrongful abstraction” within the terms of the 
bond, and judgment was rendered against the 
insurance company for the value of the car. 
Fidelity and Casualty Co. of N. Y. v. Blont 
Plow Works, Ind. App. 136 N.E. 
559. 








Average Weekly Wage in Wisconsin 

Mapison, Wis., November 18.—The Indus- 
trial Commission announces that a study of the 
workmen’s ccmpensation cases settled during 
the first half of 1922 shows the average weekly 
wage of injured workmen to be $24.55. This 
compares with $22.99 during the second half 
of 1919, $28.51 during the second half of 1920 
and $26.09 during the second half of 1921. The 
figures of the Industrial Commission further 
disclose the fact that weekly wages rose 
steadily from $12.81 in the first half of 1915 
until the peak of $28.51, reached in the second 
half of 1920, since which time they have been 
declining. It is expected that the second half 
of this year will witness an improvement. 
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Public Accountant 


Actuarial 





Actuarial 








HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 


poem 
DONALD F. CAMPBELL 








——————____ 





CONSULTING ACTUARY 


$43 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


i 


W. H. GOULD 
ACTUARY & EXAMINER 
- SYSTEM REVISION 


25 FULTON ST. 25 FRANKFORT st. 
NEW YORK 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union § New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance {4 Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 














J. L. MITCHELL 


is prepared to successfully negotiate and finance the re- 

Insurance or consolidation of either Legal Reserve, Mutual 

Assessment or Fraternal Life Companies, Associations or 

Orders. 

Temporary money advanced on strictly private 
arrangements. . 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 604 Masozifé Temple, Chicago, Ill. 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








FRANK J. HAIGHT 





CONSULTING 
ACTUARY 


Indianapolis, Ind. 


Hume-Mansur Bldg. 
Des Moines, Iowa ; 


Hubbell Building 




















[eASUAUTY INSURANCE 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 











JULIAN C. HARVEY poilleisesictei tin 
CONSULTING 
ACTUARY 
T. J. McCOMB 
CHEMICAL BUILDING ST. LOUIS, MO. 
CONSULTING ACTUARY 











Actuarial 


JNO. A. COPELAND 


Consulting Actuary 





Colcord Bldg., OKLAHOMA CITY, OKLA, 








JAS. R. COTHRAN 


Associate 





322 HURT BLDG. ATLANTA, GA. 











FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





T. ©. RAFFERTY 
CONSULTING ACTUARY 


F. M. SPEAKMAN, C. P, A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
PHILADELPHIA | 





THE BOURSE 





Suite 714 Weightman Building 
Philadelphia, Pa. 





Complete Rate Books Formulated 











National City Bank Bldg., WACO, TEXAS 





A. SIGTENHORST 
CONSULTING ACTUARY 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 

















MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 





SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


ATLANTA, GA. 


—— 


502 Forsyth Bldg. 





Telephone Walnut 3761 








WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of (nsuraace 


43 Cedar Street, New York 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service”’ 
10 So. La Salle St. Chicago, Ill. 
20 Years’ Experience Backs Our Service” 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 





—— 
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Life Insurance 








Fxaminers and Adjusters 





ee 





Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on ps performances—Weshow 
results, Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, Property 
Admiralty, Subrogations, Personal Accident, 


Burglary, Plate Glass. 
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Insurance Attorney 








Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











Tennessee Agents Meet 








(Continued from page 9) 
Unfortunately, under the law, my hands are 
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tied in that respect. You cannot hold the In- 
surance Commissioner’s department for the 
regulation of many of the evils to which the 
profession is subjected until you go to the Legis- 
lature and have those evils corrected. 

“Ignorant people are, of necessity, mostly 
preyed upon by companies which should be out- 
lawed. These people, as well as bona-fide com- 


panies, need some form of protection, and it is 
the duty of qualified and accredited agents to 
spread abroad the facts and educate the igno- 
rant property-owning class to the standards 
obeyed by the ordinary companies, and which 
is the only method conducive to success.” 

The proposed new State law specifying the 
qualifications of an insurance agent should in- 
clude industrial men as well as all others, Mr. 
Rogers said. 

“The American public has a right to expect 
and demand the safest insurance protection at 
a fair cost, and the insurance companies have, 
in turn, a right to demand and expect fair treat- 
ment from the public and the passage of just 
and sane laws by the governing bodies,” de- 
clared Mr. Case in his address the first day be- 
fore the convention. More than 100 fire, casualty 
and surety agents heard and applauded his re- 
marks. 

Mutual and reciprocal companies were made 
the subject of a hot attack by Edson S. Lott, 
president of the United States Casualty Com- 
pany. He charged that they had “super-super- 
and had “communistic principles” underlying 
their “alleged policy of insurance at cost.” 
lative contempt for the truth in their claims” 

Other speakers who were well received in- 
cluded: J. C. Lucas, representing the Tennes- 
see Field Club; Thomas H. Allen, acting 
Mayor; J. D. Collier, president of the Insurance 
Exchange of Memphis; B. H. Loventhal, Nash- 
ville; George E. Turner, general counsel, Cas- 
ualty Information Clearing House Chicago, 
and retiring President Lachman. John B. 
Morton, president of the National Board of 
Fire Underwriters, and C. M. Cartwright, pub- 
lisher of Chicago, also made interesting talks. 

The insurance men were guests of the Mem- 
phis Exchange of Insurance Men at a well- 
arranged dinner at the Hotel Chisca. A 
cabaret was provided by W. L. Nelson & Co., 
prominent Memphis underwriters. An orchestra 
lent color and dancing was enjoyed. 

More than 250 insurance men attended the 
convention sessions. 


The Commonwealth Fire and Marine Insur- 
ance Company, the largest company ever char- 
tered to write fire insurance in Kansas, was in- 
corporated by the State charter board last week. 


INTEGRITY MUTUAL ON COAL 
DISASTER 
Arrangements Being Made for Prompt 
Payment of All Claims 

BIRMINGHAM, AtaA., November 24.—Bene- 
ficiaries of the victims of the Woodward Coal 
Company’s disaster here this week, in which 
eighty-four miners were killed and others in- 
jured, will immediately receive payment for in- 
surance carried by the company, according to 
telegraphic announcement received Thursday by 
officials of the company from J. C. Adderly, 
president of the Integrity Mutual Casualty 
Company of Chicago. 

The telegram to the Woodward Company is 
as follows: 

Upon the part of the thousands of employees 
who constitute the membership of our com- 
pany, we extend heartfelt sympathy to you 
and through you to all the sufferers as a result 
of your disaster. Immediate preparations will 
be made to begin payment of compensation to 
beneficiaries. The total amount required to 
pay the entire loss in full will be deposited in 
trust for that purpose as soon as the amount 
can be ascertained. 

V. J. Nesbitt, attorney for the Woodward 
Company, had advised families of the victims 
that it will be unnecessary for them to apply 
counsel to obtain their insurance, as provisions 
are made for them under the Alabama Work- 
mens Compensation Act of I9I9. 

E. M. Holmes, assistant Birmingham super- 
intendent of the Integrity Mutual Casualty 
Company, is expecting officials from other 
Southern offices to arrive here to assist in pay- 
ing out death claims. Some of the many who 
were injured may be sent to the reconstruction 
hospital at Chicago, Mr. Holmes said. 

Bardett Garrison, Nashville, Southern super- 
intendent of the casualty company, and L. E. 
Williams of Atlanta, Ga., superintendent, are 
coming here to aid in the straightening out of 
the claims. 


Charles M. Schwab, managing director of the 
Bethlehem Steel Company, has been elected a 
director of the Metropolitan Life of New 
York. He has shown a decided interest in the 
welfare work conducted by the Metropolitan, 
and has frequently discussed it with President 
Haley Fiske. 














“Read Your Policy Campaign’’ 
(Continued from page 3) 

of the State. Cards outlining the terms and conditions of the 
contest were distributed to over 100,000 children in the vari- 
ous schools by the members of the local insurance clubs and 
posters advertising the contest are being prominently displayed. 
The contest is made up of a series of questions on insurance, 
the answers to which are to be found in the policies them- 
selves. Fifteen of these questions must be answered and the 
best answers submitted in each locality will receive prizes vary- 
ing from $30.00 to $50.00, the prizes being donated and awarded 
by the local club in each instance, so that there will be twenty 
sets of such prizes in all. Consolation prizes in lesser amounts 
will be given also, and the awards will be made immediately 
before the Christmas holidays in order that the children who 


you? 
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are fortunate enough to be among the winners may have the 
benefit of the prizes. 
nently in the contest are the following, picked at random from 
the fifteen making up the total number: 

“Your home is covered by fire insurance. The back porch is 
destroyed by fire. The original cost of the porch is estimated 
at $150, but it has been in need of repair for some time and 
when burned was worth only $100. According to the terms of 
your policy what amount should the insurance company pay 
What clause covers this?” 
“Currency cannot be insured because of the utter impossi- 
bility of proving loss. 

“Tf a fire is caused by some party who is legally liable, may 
the company pay the loss and take the recovery of this dam- 
age in its own hands?” 


Among the questions figuring promi- 


What other items are also uninsurable ?” 
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NOW READY 
TWENTY=SECOND ANNUAL EDITION 


Fire Insurance Laws, 
Taxes and Fees 


A publication for the use of Fire Underwriters, containing a 


DIGEST OF STATUTORY REQUIREMENTS IN THE 
UNITED STATES AND CANADA, WITH MANY QUO=- 
TATIONS FROM THE STATUTES, RELATING 
TO FIRE INSURANCE MATTERS. THIS 
WORK EMBRACES A COMPILATION OF 
THE COUNTY AND MUNICIPAL TAXES 
AND FEES REQUIRED IN THE VARI= 
OUS STATES AND TERRITORIES 


A Series of 


41 SUBJECT INDEXES 


aid materially in rendering this publication an exceedingly 
valuable one for quick reference. Thus, for illustration, under 
the heading of ‘Taxes’ is given a list of the States levying taxes 
upon fire insurance companies with a column showing the per- 
centage, and another column stating the page of the book upon 
which more detailed information on this subject is presented. 
Following the General Index and the Subject Indexes, appear 
synopses of, or quotations from, the laws bearing upon the 
below-mentioned subjects in all the States and Territories, 
and in Canada and the Canadian Provinces, the matters relat- 
ing to each State being grouped together. The topics treated 


are as follows: 
STATE REQUIREMENTS 


Adjusters’ Licenses Impairment 

Agents Defined Investments Prescribed 

Agents Licenses Licensed Brokers 

Annual Statements Limit on Single Risk 
Anti-Coinsurance Lloyds 

Anti-Compact Marine Insurance Requirements 


Anti-Discrimination Miscellaneous 
Attorney Mutual Companies 
Calendar Preliminary Documents 


Cancellation of Policy Publication , 
Capital Required Rate Schedules to be Filed 
Commissions to Non-Residents Reciprocal Insurance 


Deposit Reciprocal Law 
Domestic Companies Reinsurance 
Examinations Reinsurance Reserve 


Fees Resident Agents 
Fire Department Tax Semi-Annual Statements 
Fire Marshal Standard Policy 
Foreign Companies’ Home Taxes 
Office Statements Tax Statements 
General Penalty Valued Policy 

Calendar shows dates of chief requirements in each State. 

Data concerning Federal taxation are also given. The new 
laws and amendments enacted by Congress and the several 
States and Territorial legislatures have caused a considerable 
increase in the size of this book in the last few years. 

The general plan of ‘‘Fire Insurance Laws, Taxes and 
Fees’’ contemplates digesting the laws on the above topics in 
cases where there is no apparent ambiguity of meaning, but to 
quote in extenso portions of the statutes which are deemed to 
be susceptible to more than one interpretation. 


COUNTY TAXES AND FEES 
MUNICIPAL TAXES AND FEES 


Under the last two titles are listed the counties and towns 
known to require taxes or fees to be paid by fire insurance com- 
panies or their agents, with their respective amounts or per- 
centages, and in many instances, the dates. 

The codification of the system of county and municipal taxes 
and fees is unique, having never been, in any other publication, 
undertaken for the whole country. 
nea FIRE INSURANCE LAWS, TAXES AND FEES Hs 
is a handsome book of 596 pages, substantially bound. Every 
officer, department manager, general and special agent of a fire 
insurance company should possess a copy of this work, which, 
for general purposes, is more than a substitute fora large library 
of law books. 

Sent, Express Prepaid, on Receipt of $15.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
INSURANCE EXCHANGE 


135 WILLIAM STREET 
NEW YORK 


A REAL HELP FOR EVERY AGENT 
' AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION JUST ISSUED 
THOROUGHLY REVISED—GREATLY EN- 
LARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 

A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition, 


PRICE, $3.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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A Good Book 
for Life Men-- 


“Life Insurance and How to Sell It” 
Price, $1.00, Postpaid 





BSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 











THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 


a6 60.866 OO 6 0.6 6 6:6 HOE 























Nov 








_ 


—— Se ee oe 


= 


Thursday 


Ne 


‘orma- 


rom it 
ct his 
glean 


betes AAD 


It 








L 


November 30, 1922 


THE SPECTATOR 








SS 





FIRE AUTOMOBILE MARINE 


1! HAMPTON ROADS 
|  FIRE«a» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HAROLD KNOX 
Secretary 


HENRY G. BARBEE F JAMES A. BLAINEY 
President Vice-Pres. and Gen. Mgr. 





Organized 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


DNR i ee ae eee $28,308,449.13 
RG aici sean be gee 25,109, 146.04 
Capital and Surplus.............. 3,199,303.09 
Insurance in Force..........ccce 214,188,461 00 
Payments to Policyholders........ 1,897,435.45 
Total Payments to Policyholders since 
ee $27,720,705.42 


JOHN G. WALKER, President 

















DUBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old establish 
pelliching ayy ed — & epee ——— of London, England, whose ‘fone list of 
pu ions on fire, life, marine and other branches of insur. 
valuable and standard treatises on these subjects. ee eee Cnn 

SEND TEN CBNT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORK 


WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY «@ «- «= DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 








GRAND RAPIDS LABEL CO. 


GRAND RAPIDS, 


ABE 


SHOWING ELABORATE, DISPLAY 


FOR FOLDER 








SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 

















The Second Supplement to the Handy Guide, 1922 


The second Supplement to The Handy Guide to Premium Rates, Applica- 
tions and Policies, 1922 edition, has been issued by The Spectator Company. 
This supplement contains new policy*forms‘and premium rates of several 
prominent companies, thus bringing The Handy Guide fully up to date. 

Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectator Company’s books, at 
35 cents each, while the price to non-subscribers will be 50 cents. The three 
supplements to the 1922 edition of The Handy Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with this supplement 
bound in, will be furnished for $4.70 for the plain edition and $5.05 for the 
y+ stn edition, sent postpaid on receipt of price. Orders should be 

ressed to 


THE SPECTATOR COMPANY 


CHicaGo OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











FIELD PRACTICE 


AN INSPECTION MANUAL 
For Property Owners, Fire Departments and Inspection Offices 
New Edition—1922 ; ; 
This well-known pocket manual is a standard guide in relation to common fire 
hazards and their elimination or reduction, and also as to 
Fire Protection and Upkeep. — : 

The general subjects which are treated in much detail in this valuable book, are: 
Lighting Hazards—Heating Hazards—WMiscellaneous Stationary Heating Devices Requiring 
Special Treatment—Commonly Found Miscellaneous Hazards—Power Hazards—Chemicals, 
Paints and Oils—Spontaneous Ignition and Dust Explosions—Care and Maintenance— 
Chimneys and Flues in Dwellings—Dwelling House Hazards—Automatic Sprinklers—Water 
Supplies to Automatic Sprinkler Systems—First Aid Fire Appliances—Fire Protectionin General 


Price per copy in substantial binding, $1.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 








THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society of Women in the World 


A “Millionaire”? Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 250,000 

The Reserve Fund is over $15,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to 
Miss Bina M. West 
Supreme Commander 
_ Port Huron, Michigan 


Miss Frances D. Partridge 
Supreme Record Keeper 
Port Huron, Michigan 
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W. A. Johnson, Pres. J. A. Walker, Sec’y and Treas. 


MISSOURI 


Life and Accident Insurance Company 


Home Office 
St. Louis, Missouri 


Capital fully paid $100,000.00 


ADMITTED ASSETS DEC. 31, 1921 $396,291.00 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 











MIDLAND LIFE INSURANCE COMPANY 
. KANSAS CITY, MISSOURI 


and influential business men in Kansas City 


THE MANAGEMENT. Practical insurance men of lon 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territoy’ 
in the country to-day. Y 


& experience 


DANIEL BOONE, President DANIEL BOONE, Jr., Secretary 























GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 

‘Two good personal producers may combine 

to get contract. 

If you cannot produce personally do not 

apply. 


Address West Virginia, care of THe SPkCTATOR, 
P. O. Box 1117, New York City, N. Y. 














RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI. 
TARY AND NAVAL SERVICE. The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L, 
writes the accidental death benefit and income total disability, 
Best territory open in Ohio, Indiana, Illinois, Missouri and 
Iowa. 


FARMERS NATIONAL LIFE INS. CO. 
F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 











SUCCESS IN LIFE INSURANCE 


— to the Agent armed with perseverance and equipped with low rate, profit bearing, protective 
policies. tay. 
_ The Great-West Life is the most successful Insurance Company in Canada simply because its effi- 
cient and economical management, high interest earnings and low death rate enable it to offer sound 
and attractive policies wherewith to equip its Agents. hers ; ; 
We have attractive agency propositions in various territories. If interested write—) 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office 
WINNIPEG CANADA 


NEW and up to date polic 

contracts. REAL SERVIC 

toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 
DES MOINES, IOWA JAS. H. JAMISON, Pres’t 

















EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








1857 1922 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 














AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wi | be given the right r.an, 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 











CAPABLE POLICY-PLACERS 


Can always find a satisfactory opportunity for work with this Company in good 
territory—men who can collect the premiums as well as write the applications. Why 
not make inquiry now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of Agencies 








Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 
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GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 


Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 
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Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
renewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 
Write for information to 
WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 


Atlanta, Ga. 











GOING -- GOING! 


Recently we published a list of States 
in which we had openings for direct Home 
Offce Agencies providing liberal first 








year commissions, splendid renewals, and 
an ideal arrangement for financing the 
Agency. — . = 5 

Following is the original list. 
*Memphis, Tenn. Sioux City, Ia. 
*Indianapolis, Ind. *Kansas City, Mo. 
Grand Rapids, Mich. Topeka, Kansas 
Roanoke, Va. Missoula, Mont. 
New Orleans, La. Helena, Mont. 
Rockford, III. *Denver, Colo. 
*Nashville, Tenn. *Springfield, Ill. *Huron, S. Dakota 
Chattanooga, Tenn. Des Moines, Ia. 

*Indicates that this territory has been closed. 

Behind the Agency contracts which we offer there are 42 
years of honorable dealing. The Company is purely mutual. 
It was one of eleven that did not cut dividends during the 
Influenza and War, in addition to which a new dividend sched- 
ule, substantially increasing the old one, was announced 


September Ist. 





*Cleveland, Ohio 
Columbus, Ohio 
Cincinnati, Ohio 
*Richmond, Va. 
*Knoxville, Tenn. 


Address in confidence 
0. J. LACY, 2nd Vice-President, in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE INSURANCE CO., 
Saint Paul 


NOW READY—EDITION OF 1922-1923 


Life Insurance Law Chart 


The Life Insurance Law Chart shows in complete and comprehensive 
form the requirements as to taxation, agents, policy forms, examinations, 
valuations and publications in each State and Territory, and in Canada, 
under the following column headings: : 


CONTENT 

Company License Surplus Distribution Periods 
Annual Fees Total other fees Anti-Discrimination 
Expiration Company License Statements, Final Date for Filing 
Fees for Agents’ License and Date {ae 
Local, General Tax 
or Special 
Resident Agents’ Law 
Reciprocal Law 


of Expiration No. of Papers 


Legal Publications a at Caen 
State Tax and Final Date for Pay- 


Attorney for Service ment ’ pee oe 
Company Examinations { When Local Taxation 
Fee Regulations Governing Advertise- 


Basis mente 


«on of Polici 
vanes mmeree | Fee Bond to State, Agent or Company 
Non-forfeiture Warranty Declined 

Policy Form or Provisigns Miscellaneous Provisions 


The Life Insurance Law Chart is compiled for THE SPECTATOR 
COMPANY by Mr. A. R. Fullerton, ‘an expert insurance man, whose 
duties for many years have been to keep the large life insurance com- 
pany with which he is connected informed upon every phase of the 
legal requirements throughout the country, in which capacity he has 
become an expert, and consequently this publication is absolutely au- 
thentic. It is valuable as a checking list, in order to avoid penalties for 
non-compliance with law. 

It is printed on excellent ledger paper, is twenty-one inches wide, 
with a proportionate depth or length, and is brass tipped at top and 
bottom, so that it may be hung in a convenient and conspicuous place 
for ready reference. 

Inasmuch as many of the requirements are common to LIFE, CAS- 
UALTY, AND SURETY COMPANIES, the latter class will also be able 


to make use of it. 
PRICE $4.00 
Liberal discounts in quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 























The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian National Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 














PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 











THE SPECTATOR 


Thy 











PETER EPES, Supt. Agents 


E. P. AMERINE, Sey 


$2,089,936.09 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


— Georgia Casualty Company, macon, 6a. 


W. E. SMALL, President 


BURGLARY 


sishialiaiiaa 
LIABILITY 


PLATE GLASS 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATE 


100% American—Have you thought of it? 











HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 62nd Annual Report Shows: 
Premiums received during the year 1921 
Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, 
Amount Added to the Insurance Reserve Funds 
Net Interest Income from Investment 
($642,638 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 53.44% of the amount expected. 
Insurance in Force 
Admitted Assets 


$223,116,887 
Rea ear ays 43,222,328 
FOR AGENCY APPLY TO 

GEORGE W. MURRAY, Superintendent of Agents 
250 BROADWAY NEW YORK 





KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Wichita, Kansell 

















MORE THAN $28, 500, 000. 00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 

CONTINENTAL CASUALTY COMPANY 
. G. B. ALEXANDER, President 


General Oftices: Chicago, U.S. A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 





Home Offices 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


e “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0, 


A. L. HART, Agency Manager 








WE WANT AGENTS. 


to push our five=point-nine policies, : 


Home Office—Register Tribune Bldg.—Des Moines, lowall 4 











The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 

















ACACIA MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921. . $42,448,000.00 
Gain in Insurance in Force. . ... 30,124,750.00 
Insurance in Force December 31, 1921... 101,222,295.00 
Assets..... OPEN ok eats: tore) eter 4,613,494.57 
Increase in Assets 1,518,954.00 
Increase in Reserve......... 1,282,156.00 
Increase in Surplus...... . "225, 575.00 
UNEXCELLED LIFE INSURANCE PROTECTION— 
LOWEST NET COST—ABSOLUTE SECURITY—PER- 
FECT SERVICE—SQUARE DEALING—A SATISFIED 

FIELD FORCE 
WILLIAM MONTGOMERY 


Homer Building 
resident 5 


Washington, D. 














WANTED: PRODUCERS OF GOOD BUSINESS 
INDIANA, KENTUCKY, ARKANSAS, ALABAM 
FLORIDA AND GEORGIA. 





i 


LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES ~ 





Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPAN 


INDIANAPOLIS, INDIANA 





»B.Powers, ChairmanoftheBoard Darwin W. Johnson,Pres. —_1. Smith Homans, Sec'y\& Acti 
(~™4 7Thos. J Johnson, Treas. Louie G. Russell, Vice-Pres. & Megr., Industrial Dept. 
D.G Roach, Field Mgr., Ordinary Dept. 


Commonwealth Life Ins. 


Home Office: Commonwealth Bldg., 106-110 South Fifth St. 


Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still op en 


and to first class men, we can offer a good proposition. 
Address the Company 


Ng 
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Pater 30, 1922 THE SPECTATOR 
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; wporated in 1862 in the Commonwealth of Massachusetts 








HN HANCOCK in honor of the first Governor of 
and first signer of the Declaration of Independence. 


. Named JO 
) Massachusetts, 


In 60 years it has grown to be the largest fiduciary institution in 


: New England. 


Policies made secure by reserves maintained on the highest stand- 
Dard with an adequate Contingent Fund providing protec tion against 
® allemergencies. Total Assets, $239,693,000; Policyholders’ Reserves 
dall Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 


Policy contracts include all equities and options. 


Business done through agents. Information and advice on any 
"4 ating to life insurance are available at any time through 


matter rel 


D the Agencies or Home Office of this Company. 


Z te 
fL7I\ 


IFE INSURANCE COMPANY 
ors 


OSTON MASSACHUSETTS 





INTER-OCEAN CASUALTY COMPANY 


Founpep 1903 
CINCINNATI, OHIO 


Premium Income, 1921 $954,210.74 
Increase Over 1920 166,315.67 
Admitted Assets, December 31, 1921 422,565.20 
Increase Over 192 44,377.96 
Capital and Surplus, December 21, 1921 307,908.69 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 




















Te Fidelity ana (isualty (Ompany of New ork 


—1876— ROBERT J. HILLAS, Pres. —1922— 


Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid toJune 30, 1922 Over Ninety Million Dollars 








CaSuALTY LINES Surety Lines 


ACCIDENT FIDELITY 
HEALTH C I I COURT 
LIABILITY suailt nsurance CONTRACT 
COMPENSATION a y FIDUCIARY 
AUTOMOBILE d DEPOSITORY 
BURGLARY an OFFICIAL 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















“INSURANCE THAT INSURES”’ 





$10,000.00 with $200.00 per Month 
yo ~ Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 


Unusual Agency Opportunities at present in Central 
States 





Our Leading’Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 
W. T. GRANT, President KANSAS CITY, MO. 

















Sa RR neenertetieetn erent ht ne TD 


BAN VAa® ASSETS OVER 


ST@) §§OO00000- 


ase cs i; und 
ees See ws 

» Association 

‘ @hyitclatoe 


ATRACIIVE PURE LIFE 
CONTRAGAS. for INSURANCE 
TEN OF ABILITY cece PROTECTION 


ays 


eee: 








FIDELITY GUARANTEE 


By F. D. McMillan 


An English work describing the conduct of the busi- 
ness of fidelity insurance, comprising parts devoted to 
COMMERCIAL GUARANTEES; 
GOVERNMENT AND HIGH COURT BONDS; 

C. I. I. EXAMINATION PAPERS. 


Contains 242 pages, in buckram binding. 
PRICE, $6.00 


THE SPECTATOR COMPANY 
Sole Selling Agents 
CHICAGO NEW YORK 














American Natio nalAssurance Co. 
3719 Washington Avenue 
ST. LOUIS, MO. 


If you are big enough to handle a General Agency and can show 
a clear record, you are the man we are looking for. Wehave 
several openings for General Agents in Missouri, Illinois, 
Kansas, Ohio, Texas and Oklahoma. Contracts direct with 


the company. 
Write: Frank W. Engel, Agency Manager. 


THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. _ ° 














New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 





THE SPECTATOR 











FINANCIAL STATEMENT OF 


The Northern Indemnity Corporation 


ADMITTED ASSETS 


Mortgage Loans.. 
Government Bonds.. 


State, County and Municipal B ‘Bonds. .......... 


First Mortgage Bonds.. 

War Savings Stamps. . 

Cash in Banks and Office... 
Deposit with Texas Agency.. 
Premiums in — of f Collection. . 
Accrued Interest. . ae 


Home Office 
154 LOUIS STREET 


GRAND RAPIDS, MICHIGAN 





December 31, 1921 


$110,000.00 


tion.. ore 
Miscellaneous. . 


6,346.56 
Surplus.. 


$445,409.38 





Unearned Premium Reserve.. 

Reserve for Claims. . F 

Estimated Adjusting Expenses. . 

Commissions on Premiums in Course of Collec- 


Total Liabilities saeeet anal 
Fully Paid noe 


LIABILITIES 


$31,800.15 
14,183.06 
756.26 


6,833.65 
2,995.08 


$56,568.15 
320,243.87 
68,597.36 


$445,409.38 


Total Capital, Surplus, and Reserves for Protection of Policyholders, $434,824.44 
Specializing in Autqmobile Liability, Property Damage and Collision, and Excess Insurance. 





Agents Wanted In: 


Iowa, Kentucky, Indiana, Michigan and Illinois 














THESE THREE BOOKS 
$12.75 


MR. LOCAL AGENT 


Money Saved 
Is 
Money Earned 


= 


A COMPLETE EQUIPMENT FOR A FIRE INSURANCE OFFICE 


AGENTS]|KEY 
\TO FIRE INSURANCE 


Be R. P. Barbour 


A 450 page book going into iocal 
Agency Management and Operation 
in every detail. 250 pages are devoted 
to policy forms, privileges and clauses 
which are right up to date in every way. 


Price_$3.50, flexible_ binding. 





FIRE, PREVENTION}P 5 
Jana PROTECTION 


 @ BA. C. Hutson 


A 775 page hand-book on Fire Proof 
Construction. Manufacturing Haz- 
ards and National Building Code are 
included in this book. A great aid in 
intelligent handling of manufacturing 
risks. 


Price $4.25, flexible binding. 





| 
MAY IMEAN TO YOU HUNDREDS OF vous 
| 
| 


FIRE INSURANCE\INSPEC- | 
TION and UNDERWRITING | 
"Dominge and ‘Lincoln | 
_ A763 page book arranged alphabetic 
ally, according to subject, giving descrip. 
tion of, manufacturing process of and 
fire hazard of every conceivable article 
including chemicals. 


Price, $5.00 flexible’ binding. 


SAVE MONEY, THEREBY EARNING MONEY, BY KNOWING THE GOOD RISKS FROM THE BAD 


CHICAGO 


ORDER ALL THREE TO-DAY 


THE SPECTATOR COMPANY 
NEW, YORK 
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